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50 more Fixible-Twins for 
Winnipeg! 


OSBORNE MORLEY 


<@ Specia! | 02 inch coach width provides extra 
aisle space and maximum seating comfort. 


Sn0012 im 





Fixible-Twin 52-passenger model Fageol-Leyland FLDH-680 


LOUDONVILLE, OHIO 
In Canada, Fixible-Twins are sold by Twin Coach of Canoda, Lid, 200 Madison Ave., Toronto 





QUIET PLEASE! By the mile 


Screeching brakes are a most distracting 
annoyance to all within earshot. What's 
more, they are particularly poor public 
relations 

If your vehicles screech and shudder 
when they stop, either your maintenance 
or the brake lining is at fault. 

Either way, American Brakeblok can help. 

Our service engineersare experts on brake 
maintenance. T hey'll be glad to work with 
you, to help you stop noise or any other 
braking problem you may have. As forbrake 
lining, American Brakeblok thick blocks 
have been first choice of the leading bus op- 
erators for years. They are unsurpassed for 
long wear. They respond instantly, depend- 
ably, under every driving condition. 

And they are quiet, too, mile after mile. 
Put them on your equipment. Call your 
nearby N.A.P.A. jobber or write direct tous. 


55, American Brake Shoe Company 


* 


THICK BLOCKS 


for every heavy-duty application 


Tapered for Riveted 
Thick Blocks Tapered for or Bolt-On 
Spring-Hole 
Applications 


; 55 Ss 
April, 1955 * TRO POREATION 
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We're going to bring you feature after feature on the great Cleveland 
Transit System operation, from its brand new Rapid Transit right 
down to how its management team operates and how CTS looks at 
the future of the transit industry. 








Faster pick-up 


GIVE YOUR ENGINE 
A COMPLETE RE-RING JOB 


Use KromeX on all ring jobs. Modern engines 
need chrome rings to fight heat and corrosion 
and reduce friction. KromeX Ring Sets are 
preseated at factory for immediate oil con- 
trol—-give you chrome where it counts. 


CE EEA 
one e GY 


CZ 








AANA ARRAN 


Have all pistons resized on SEALED POWER 


Super-Sizer, Internal peening around pin PISTON RING SETS a 


boss area increases resiliency and outward 
tension on thrust foces—exponds skirt to 


original close fit—retains cam contour. aASSurEe your engine 


® faster pick-up 
smoother performance 
double ring life 


. 
* 
® maximum oil economy 
® positive lubrication 


Restore original top ring groove width. In- 
stall SEALED POWER GI-60 contracting groove 
inserts, They lock permanently in top of ASSHTVE YOURSELF 
groove, forming heat-treated spring steel 


* 
shield that resists wear better than alumi- lower cost per mile 
num or iron ® more miles of good service 


® no come-backs 


led Power Piston Rings 


BEST FOR RE-RING! BEST FOR RE-BORE! 
SEALED POWER CORPORATION * MUSKEGON, MICHIGAN 


ISTONS © PINS © SLEEVES = VALVES = WATER PUMPS 




































































NEW MARMON-HERRINGTON SAFE-WAY 
. . - STEERED BY ROSS 


America's most precious cargo is transported safely to and from 
school on Marmon-Herrington Sarg-Way school bus chassis. 


Designed especially for school bus work . . . using rear-engine 
transit design and heavy-duty components throughout . . . the 
new Sare-Way has many outstanding features for safety, con- 
venience and economy — including the finest in steering—ROSS., 


Exclusive steering specialists since 1906, Ross provides the right 
gear for every steering need—manual or power—and invites dis- 
cussion of any steering problem. 


ROSS GEAR AND TOOL COMPANY « LAFAYETTE, INDIANA 


STEERING 




















CAM & LEVER MANUAL... HYDRAPOWER INTEGRAL... HYDRAPOWER LINKAGE 
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MILEAGE UP... 
COSTS DOWN 


WHEN ! ou lubricate engines with 


Texaco D 303 Motor Oil HD, you can safely extend 
mileage between scheduled overhauls. In addition, 
you'll reduce maintenance costs and keep your fuel 
consumption low. 

Texaco D 303 Motor Oil HD is especially designed 
for heavy duty service in both gasoline and diesel 
engines. Its fully detergent and dispersive properties 
keep engines clean. Power-stealing deposits get no 
chance to build up. Rings stay free and valves seat 
snugly for proper compression and combustion. And 
the great film strength of Texaco D 303 Motor Oil 
HD is your assurance of protection against wear, of 
longer life for engine parts 

For chassis lubrication, use Texaco Marfak, It won't 
pound or squeeze out of bearings, will give you 
longer lasting protection against wear and rust. In 
wheel bearings, Texaco Marfak Heavy Duty seals 
itself in, seals out dirt and moisture, assuring longer 


bearing life. No seasonal change is required. 


In transmissions and differentials, use Texaco LU ni- 
versal Gear Lubricant — get smoother operation, 
longer gear life. 

A Texaco Lubrication Engineer will gladly help 
you set up effective maintenance lubrication proce- 
dures. Just call the nearest of the more than 2,000 
Texaco Distributing Plants in the 48 States, or write: 

The Texas Company, 135 East 42nd Street, New 
York 17, N. Y. 


Lubricants and Fuels 


FOR THE BUS INDUSTRY 





Exhaustive Performance Tests in Actual Bus Service Prove. . . 


he 


: fact! Results of tests run by 
| bus operators over thousands 
miles of actual day-after-day, 

round-the-clock bus operation 
pe e this rugged new compressor 
perior in all performance depart- 

Hlere’s what the participating 

perators reé ported about TU-FLO 
Produces 
more air at low and medium 


periormance 


peeds where we need it most 
has the best oil control of 
any compressor wé "ve ever had 
discharge temperatures are 


Beadex 


ee 


Co ain 
2 a\ 


lower over the entire speed range 
.- needs no periodic adjustment 
because it has no external mov- 
ing parts ... operates more effi- 
ciently at the higher speeds de- 
veloped by our new engines...” 

But prove it for yourself—install 
a TU-FLO 500—available on an 
exchange plan through your Author- 
ized Bendix-Westinghouse Distrib- 
utor. We're sure you'll agree with 
ali the others that here, indeed, is 
the finest compressor ever built for 
bus operation. 


s 


The World's Most Tried and Trusted Air Brakes 


BENDIX. WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY 
Generel Offices end Fectery—Blyria, Obie +« Branches—Berkeley, Calif; Okiahome City, Okie, 





New-design inlet valves 
New unloading mechanism 
No external moving parts 


Available with attached 
governor if desired 

« Available either self- or 
engine-lubricated 


« Water cooled 











We make sure the rollers for every bearing are 
exactly the same size, carry equal loads 


(Another reason why 
TIMKEN® bearings are first choice 


with bus manufacturers) 


E do more than just grind 
and hone Timken® bear- 
ing rollers to exact tolerances. 
We sort them in this machine to 
even more precise sub-sizes. Result: 
all the rollers in each bearing are 
identical in size, carry an equal 
load. This assures quieter opera- 
tion, longer life. It's one of many 
extra steps we take to insure the 
quality of Timken bearings. 
Only Timken bearings give you 
ALL these advantages: 1) advanced 
design, 2) precision manufacture, 
3) rigidly controlled quality, 4) 
special anal limken steels. 
That’s why Timken bearings are 
the number-one choice of bus 
manufacturer 
When you ir lareplacement 
bearing, be su t has the trade- 
mark ““Timk Send for free 
booklet, “Tin n Tapered Roll- 
er Bearings —Their Care and 
Maintenance Write Dept. TB-4, 
The Timken Roller Bearing 
Company, Car 6, Ohio. Cable 


address: ““TIMROSCO”. 


SINCE THEY'RE BEST WHEN 
THE BUS IS NEW, THEY'RE 
BEST FOR REPLACEMENT, TOO! 


NOT JUST A BALL. NOT JUST A ROLLER THE TIMKEN TAPERED ROLLER 


a) 


TAPERED ROLLER hi BEARING TAKES RADIAL © AND THRUST LOADS OR ANY COMBINATION 





Transit 
To p CS 


the topic of the times at 

sal Pneumatic Co., Inc. Our 

et-last service even 

rders have hit a new high 

‘ day orders require 

100 different components out 
ventor le of 20,000. 


story begins 

treacle pro- 

icreased the 

nel in this de- 

cw mac hines 

kecdl Out better pure hasing 
nents. Asa result, produc- 
heen doubled . to meet 


creas lemand. 


he establish- 
S100 og ate Over 300,000 
We made this in- 


Lamia (TD Avtomatic Door Operators 


wrcders that re- 


ate Are In Use Today! 


This simple statement of fact tells a story of continuing satisfaction. 


Over fifty years ago, National Pneumatic Co., Inc. began designing and 
y) A sg g g 


building door operating and safety equipment. Through the years, 
OUndINg on : ‘ 


Puck these products have found widespread acceptance. Today, nearly every 
ir-Exchange 


major transit and railroad operator, both in this country and abroad, 
yecen stream- rae i . . 7 ‘ 
tel f specifies NP equipment . . . because of its outstanding quality, safety 
t cdeivery Oo 


and dependability. 
ind a gen- . 


our trade-in. Eleven of the thirteen intra-city transit operators who won 


1954 Maintenance Awards use NP equipment. 


BE SURE...ALWAYS SPECIFY 


are part NP DOOR CONTROL AND SAFETY EQUIPMENT 


signed to 


scope NATIONAL PNEUMATIC CO., INC _‘° HOLTZER-CABOT °™'*°*s 


125 Amory St., Boston 19, Mass. 
Sales Service Representatives 
in Principal Cities throughout the World 





Designers and manufacturers of 
mechanical, pneumatic, hydraulic, electric 
and electromec equipment and systems 


< 
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for 

light lines 
and 
feeder 
service 


GM’s 37-passenger model 


.a coach with all the modern 
features of GM's biggest units... 
diesel power, hydraulic “V"’ drive... 
air suspension ...thermo-matic heating... 
and quality workmanship throughout 





/t will operate for LESS 
than your SMALLER 
gas-powered coaches... 
and give a HIGHER grade 
of service besides... 


Maybe you think eration isn’t big enough 
for GM Dic el but ¢ en r you are opel ing only 
one gas-powered Coa 000 miles a vear. vou will 


make money by conve to our model TDH-3714 


Six to eight miles ps illon of fuel, less time out 
for service in imspect ind 300.000-mil engine 


life all combine o | I Die sel cost ot OF} 
below your gas-powered equipment — including even 


your 27- and 25 


eration 


pa 
for actual operating re 


we! models! (See next page 
] 


Fast accelerating, economical 2-cycle GM Diesel 
powel! developin 1383 H.P. at 2000 1 p.m will 
improve your scheduled weeds 


Smooth, Hydraul \ Drive will give your pas 


sniee & Goose com de drivers 


work, and reduc ( und tear on running gear. It 


simplify youl 


single fluid ter cecessibility . . . long life 


save time an 


Exclusive Air S ( n will immediately raise 
your standard « é ( put your operation on a 


par with the nati est tran portation com 





‘14 Deliveries —1954 


t orders*) 





‘ IMC 


our Diesels, 


resident of Utility Lines, declares he 


we'd be out of business!”’ 


: minor. Since Dieselizing his fleet, this operator estimates 


iness today if it weren't for GM he has lost only 12 days time out of service due to 


perates a suburban service along the 


f Long Island, N.Y. between Patchogue 


property began in June, 1952, wit! 
t Model TDH-3612's. Two more were 
153, and two model TDH-3714’s in 


\its now average more than 200,006 


Diesel fleet up to January, 1955 hae 


1.000 miles 


first million miles of operation, these 


| only 11 road failures, all of then 


TRUCK & COACH DIVISION... 





repairs. Before, when 31-passenger gas-powered coaches 

. were used, the operation ave iged 25 to 30 road calls a 
‘ month 

The Diesels average 7.8 miles per gallon of fuel and 

1000 miles per quart of added oil. Inspections are held 

at 2500-mile intervals and oil and filters are changed 


at 5000 miles. 


! 
Dieselization has afforded a 40% saving in company 


fuel bills, amounting to $6000 annually for this small fleet 
) 


To date, not an engine head has been removed or 
a pan dropped. The drivers are enthusiastic about Air 
Suspension (standard on TDH-3714's). One V-drive 
has been re-sealed and another has its original clutch 


i Three units have averaged 175,000 on V-drive clutches 


... GENERAL MOTORS CORPORATION 


Cimtaa, moToes 


COACH 








PRINTED IN U.&B.A 





Wagner Rotary Air Compressors 
lengthen brake service t el ie 2103 ties” 


AND TaAC TION COMPANY 


21 a0 Gort 


womtTAno x “gesoon 


tion needs of 
half million 1s 
s a job 


yprovide 


6 buses and 85 
e sve 158 bu 
r rotary Air Com 
~ shown that 
rake servi e 
brake main- 


j/ 
/ Me A ton 


dason 
of Equipment 


He soys: EARL 8. RICHARDSON, Cepottiondhes of Equipment 
PORTLAND TRACTION COMPANY, Portland, Oregon 


The experience of Mr. Richardson is typical of the great 
number of bus operators who rely on WAGNER ROTARY 
Air COMPRESSORS for greater road safety and economy of 
operation. One of the reasons for this is that only WAGNER 
Air Compressors utilize rotary motion to provide an abun- 
dant supply of air pressure at all times—regardless of terrain 
or the frequency of stops. 

Your bus operation can also benefit from the advantages 
ot other components that go to make up WAGNER AIR 
BRAKE SYSTEMS: 


@ WAGNER BRAKE APPLICATION VALVES—for smooth, easy 
effortless stopping. 


@® WAGNER RELAY QUICK RELEASE VALVES—for eliminating 
movement of large volumes of air through long air lines 


® WAGNER QUICK RELEASE VALVES—for faster brake release. 


Look to WAGNER to supply your air brake needs. WAGNER 
Aim BRAKES are backed up by thirty years of brake engi- 
neering experience in the manutacture of brake systems 
and brake parts for the automotive industry 

Why don’t you prove for yourself that WAGNER AIR 
BRAKES are more profitable to operate in your bus fleet. It's 
good business to specify WAGNER as original equipment, 
We'll gladly send you a copy of Wagner Bulletin KU-201 
which gives full information about WAGNER AiR. There 
is no cost or obligation—send for your copy, today. 





n photo: EARL RICHARDSON, Superintendent of Equip- 


{ FOSS, Superintendent of Operations. 


esident 


GORDON G. 


WAGNER AIR BRAKE USERS ARE OUR BIGGEST BOOSTERS 


Wagner Electric Corporation 


6461 PLYMOUTH AVENUE + ST LOUIS 14,M0., U.S.A. 


(Granches in Principal Cities in U.S. end in Conedea) 


+ Bene 


LOCKHEED HYDRAULIC BRAKE PARTS ond FLUID... NoRol...CoMaX BRAKE 


LINING... AIR BRAKES... TACHOGRAPHS 
TRANSFORMERS .. 


- ELECTRIC MOTORS... 
. INDUSTRIAL BRAKES 











IN GASOLINE ENGINES 
Bare Engine H.P. 


26 @ 3400 RPM 
28 @ 3400 RPM 
36 @ 3400 RPM 
47 @ 3200 RPM 
52@ 3200 RPM 
58 @ 3200 RPM 
17 (77) 3500 RPM 
90 @ 3500 RPM 
99 @ 3500 RPM 
97 @ 300 RPM 
108 «@ 3000 RPM 
125 @ 3000 RPM 
138 @ 3000 RPM 
115 @ 3200 RPM 
123 @ 3200 RPM 
145 @ 3200 RPM 
124 @ 3000 RPM 
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it is a significant fact that Red Seal transportation engines 


178 @ 2600 RPM . find their widest acceptance in the really tough jobs where 
@ 

Sth gop extra stamina is a prime consideration. You see more and 

250 2800 PM more of them in heavy-duty highway trucks and tractors, 
@ 


7 


N DIESEL ENGINES both as original equipment and as replacements for other 


Stroke Disph. Bare Engine HP, makes. You see them in buses and taxicabs, and in door- 
on 162 @ 2400 RPM : to-door delivery vehicles where frequent starts and stops, 

me and protracted idling time, impose problems found no- 
. where else. The list of Red Seal gasoline and Diesel models 

fs at the left includes the one best 


power plant for every transpor- 








PARTS AND SERVICE EVERYWHERE 


MUSKEGONece MItcCwHiGaAiN 


RK 17, NEW YORK + 6216 CEDAR SPRINGS ROAD, DALLAS 9, TEXAS + 3817 SOUTH SANTA FE AVENUE, LOS ANGELES 
TH BOSTON STREET, ROOM 1008, TULSA, OKLAHOMA + 1252 OAKLEIGH DRIVE, EAST POINT (ATLANTA) GEORGIA 


BUS 
* TRANSPOREATION 








‘Sam—those new blocks you got 
are probably what saved your life!” 


With today’s crowded highways, emer- 
gency stops are steadily increasing in 
frequency. That's why it's more impor 
tant than ever to have dependable brake 
blocks. 

Make sure your bus fleet has the safe, 
sure stopping power of Grey-Rock Bal 
anced Brake Blocks. For every make and 
model, Grey-Rock combines just the 
right materials to equalize wear in blocks 

to maintain balance between shoes in 
the same wheel and between front and 
rear axles. Results: more thousands of 
miles between relines—avoidance of 
costly drum replacement — on-schedule 
operation—lower maintenance costs—all 
adding up to lower cost per mile. Ask 
your Grey-Rock jobber for the facts and 
hgures. 


a 


Best to STOP with... Because 
theyre best to START with 


“Grey-Rock..... 


BALANCED BRAKSET LININGS 
BALANCED BRAKSETS « TRUCKSETS » BRAKE BLOCKS e« VEE-LOK® CLUTCH FACINGS 


GREY-ROCK DIVISION of Raybestos-Manhattan, Inc., Manheim, Pa. 


RAYBESTC NHATTAN, INC., Broke Linings . Brake Blocks . Clutch Facings «+ Radiator Hose 
Ry Fan Belt industrial Rubber, Engineered Plastic, and Sintered Metal Products ‘ Rubber 
Covered £ ont © Asbestos Textiles * Packings * Abrasive and Diemond Wheels + Bowling Balls 
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‘Lowest Cost 


Per Mile oi 
Spark Plug 


Operation’ 


says 



















SPARK PLUGS 








AIRCRAFT TYPE INSULATOR 


High thermal conductivity insulator 
insures maximum resistance to fouling. 


HEAVY ELECTRODES 


Engineered especially for severe oper- 
ational requirements of trucks, buses 
and tractors. 


y%e RUGGED CONSTRUCTION 


Especially suitable for the most severe 
bus and truck operation 


fake heap apele 


AUTO-LITE 


The investment in Auto-Lite ignition engineered 
Transport Spark Plugs for fleet operation 
pays off in increased profits and efficiency. 


SUPERINTENDENT OF MAINTENANCE 
SEABOARD GENERAL EXPRESSWAYS, INC 


You can prove for yourself, with a test in your own trucks or 
buses, that Auto-Lite ignition engineered Transport Spark 
Plugs deliver lowest cost per mile of spark plug operation. 
Whether your fleet operation is small or large, you are vitally 
interested in spark plug performance in keeping costs down and 
profits up. For complete details on ignition engineered Trans- 
port Spark Plugs, contact your Auto-Lite Supplier or write 


THE ELECTRIC AUTO-LITE COMPANY ¢ Spork Plug Division * TOLEDO 1, OHIO 





WATCH 


A statement by S. D. Den Uyl, President of Bohn Aluminum 


Bohn Aluminum & Brass Corporation purchased 
Reo Motors, Inc. on December 31, 1954. Now, 
backed by greater resources, Reo is embarking on 
an important new program of expansion in the 
in are of trucks, school bus chassis and in 
services to users of trucking equipment 

In John C. Tooker, Reo’s new President, Reo 
has a man of 30 years’ experience in the truck and 
bus industries. The top management team in En- 
gineering, in Manufacturing and in Sales, also are 
men of experience—and men of action. We are 
going to get a major share of the medium and 
heavy duty truck market and greater share of the 
school bus business. 


: PRESIDENT 
Ss. D. DEN UYL Bohn Aluminum and Brass Corporation 


This management 
team is sparking 
the greatest 
expansion program 
in Reo history ! 


J. 1. Dervin W. M. Walworth, J. L. Adams, E. W. Reese, 


vice-president a vice president vice president general sales manager 
ass’t to president engineering sales 





REO ROLL 


and Brass Corporation and John C. Tooker, President of Reo Motors, Inc. 


Now, with the backing of Bohn, we have all the elements 
needed to implement our new program of expansion. It is 
already well under way. 

From 16,000 pounds up to the heaviest duty trucks on the 
road today, Reo offers an array of the World’s Toughest Trucks 
with gasoline, L P-Gas and Diesel power plants. Reo is the 
only exclusive truck manufacturer building truly modern 6 
and & cylinder truck engines—-the rugged Reo Gold Comets. 
Included is the 220 horsepower Gold Comet V-8, most powerful 
V-8 truck engine ever built. 

Never before has Reo had so much to offer the user of 
motor transport. We invite you to Watch Reo Roll! 


Joven. oc Terk 


" PRESIDENT 
JOHN C. TOOKER Ree Motors, Incorporated 


A. W. Zimmer, R. J. Darragh, R. A. Smith, R. F. McKim 
vice president vice president director of vice president secretary 
manufacturing treasurer personnel legal counsel 


REO MOTORS, INC. 








SUBSIDIARY OF BOHN ALUMINUM AND BRASS CORPORATION 





“DULUK’ keeps 


Charleston Transit Co. buses 


bright and fresh in the nation’s coal capital! 


or 


ets El == a“ 





Lime 


of the Charleston Transit Company travel over 
nillion miles a year in the West Virginia coal field 
id chemical plant region. They’re stored outside in 
ind hot sun. But even with these corrosive serv- 
onditions, the equipment stays smart-looking — 
d management reports low maintenance costs! Su- 
rintendent of Equipment J. W. Hudson gives much 
the credit to durable Du Pont “Dulux” Enamel. 
We find that by using ‘Dulux’ Enamels since 
our buses have retained their bright, new look 
1 minimum of paint jobs... at low maintenance MR. R. F. RANDOLPH, Executive MR. J. W. HUDSON, Superintend- 
t, despite th prevailing unfavorable conditions.” be og we een re 5 Rae ay ge sana a 
Dulux” is known for this kind of economy. It 


ton, W. Va.—state capital and with beautiful “Dulux” Red, roofs 
on fast and easy, covers beautifully, flows out hub of the “Magic Valley” where of ‘“Dulux’’Grey, witha trim-band 


: coal and chemicals have built a of “Dulux” White. Interiors are 
oth. And it dries to a tough, glossy finish that modern business community. “‘Dulux”’-finished, too. 
tands up to hard knocks and corrosive attack .. . 


sparkles like new at every washdown. Zan rn ‘ 
So take a tip from Charleston Transit Company. ( 
Keep your fleet looking its best always and in all ways 4 


ith durable Du Pont ‘‘ Dulux” Enamel! E. I. du Pont enamel 
le Nemours & Co. (Ine.), Refinish Sales, Wilming- 


BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 
Delaware 


BLS 
TRANSPORTAT IC m 





Top Topics 





Transit has been invited to tell its story to a most important audi- 
ence — dozens of newspaper editors representing leading United States 
and Canadian dailies. 

Public Administration Clearing House, an organization devoted to 
good government at all levels, conducts the newspaper seminar annually... . 

BUSINESS INDICATOR always on some subject vital to good government. This year they chose the 
For March 1955 relationship of loss of transit riders to downtown decentralization. 
City Operations The big event will be in Chicago june 22-24, with ATA President 
March 1954 Don Hyde one of the featured speakers. In a special bulletin he’s asked 
companies to present data he’ll need to get across transit's story. 
This Is a golden chance for transit . . . probably the best ever to tell 
its story where it will do the most good. 


Newest and youngest ICC member is Everett Hutchinson of Austin, 
Texas, sworn in last month to serve the remainder of Charles D. Mahaffie’s 
term, expiring December 31, 1958. 

The 40-year-old Hutchinson is an attorney who has twice been elected 
to the House of Representatives. In 1949 he became assistant attorney 
general of Texas specializing, among other things, in transportation and 
utility litigation and related matters. 


Intercity Operations 
March 1954 = 100% 


Denver Tramway is going all out with a $3,800,000 diese! conversion 
slated for completion by June 13. 

Tram will buy 130 new diesel buses to replace older trolley coaches 
and gasoline buses still in use. Headquarters will be moved out of the down- 
town area, and that building, as well as others, including eight substations, 
will probably be put up for sale. Among Tram’s assets are two million pounds 
of copper — worth about $500,000 at today’s prices. 

Only last February Tram officials had indicated a fare raise might 
be needed, but President W. A. Alexander said that savings from the conver- 
sion would probably make it unnecessary. 








Greyhound Corp. had a good yeor in 1954, with consolidated net earn- 
ings of $14,658,213, as against $13,801,400 in 1953. Dividends per common 
share were $1.35 last year. . . $1.27 the year before. 

While operating revenues were down, so were expenses. However, 
much of the rosy tint can be attributed to the consolidation program of 1954, 
when "Hound acquired large minority railroad holdings in the shares of Penn- 
sylvania and Pacific Greyhound. 

Most of the streamlining didn’t occur until late in 1954... . so the 
picture for 1955, when its full effects are felt, should be even better. 


it looks like streetcar days are on their way out in Detroit, as DSR 
moved to convert the Michigan Avenue line immediately to diesels. 

That leaves only two remaining lines . . . with both of those doomed 
to go a8 Soon as conversion can be fitted into the budget. 


The New York State Thruway led to an increase in express business 
for Blue Bus Lines, operating between Rochester and Buffalo. Late last 
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month three new 41-passenger GM diesels started service on ten daily ex- 
press trips between the northern New York cities. 

President Larry Schultz said a business upswing brought by the high 
speed Thruway runs led to the purchase of the new equipment. 


Vancouver City Council has dropped plans for recovery of $480,000 
in higher fares paid by British Columbia Electric riders as a result of a 
September 7 increase set aside on March 11. 

After a bitter fight, Council decided that the PUC order granting the 
increase was valid until set aside by court ruling .. . so BCE can keep the 
fare differential. ‘ 

All isn’t clear yet, though, for the transit company. There’s a possi- 
bility of a “‘citizens’ suit’’ on behalf of all transit riders. Current talk in- 
volves a ‘‘class action’’ which could mean that people would ride free for 
about 18 1/2 days. . . the time it would take to recover $480,000. 


Specking of law suits, National City Lines has been sued for a million 
dollars after a 7-week strike in Aurora and Elgin, Illinois. 

The strike was settled last month, but Mayor Paul Egan of Aurora 
filed suit, claiming NCL and Aurora City Lines violated a provision of 
Illinois law which states that no certificated carrier can discontinue service 
without the consent of the state commerce commission. 


Florida is considering a plan to apportion costs of Florida license 
tags for pooled vehicies. Under the proposal before the legislature buses 
from other states can come into Florida without a Florida license to replace 
vehicles locally licensed which are operating in other states under the pool- 
ing system arrangement. 

If adopted, each state would get apportioned to it the license tag 
amounts properly chargeable to wear and tear on its roads. 


A $7 million bond issve is being sought by San Francisco’s Municipal 
Railway to finance a vast improvement program. The city PUC has already 
given its blessing . . . wants it put on the November ballot. 

Major items are $2.8 million for 59 PCC streetcars . . . $1.4 million 
for 43 new trolley coaches . . . and, in addition, $620,000 for modern vault- 
type coin collection boxes. 

The program is expected to save $874,000 annually. 


Pittsburgh Railways has proposed to the city a sweeping transit plan 
which would give streetcars and buses exclusive use of certain traffic lanes 
on several downtown arteries. 

Combined with the priority lane system would be various traffic rule 
changes, including complete banning of curb stopping and of turning move- 
ments on some streets. 

In submitting the plan President C. D. Palmer said it would shave 
23 to 35 per cent off running time of some routes during peak hours .. . 
pointed out that the mayor and other leaders have always agreed mass trans- 
portation must have priority in city planning. 
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Here's BT's special intercity issue on... 


The New Look in Sales & Service 


TODAY FOR riME IN HISs- 
TORY, an in sing number of in- 
tercity bus ca rs are attempting to 
sell their product—really 
mean. 


FIRST 


sell, we 


reflected on this and 
’ pages of this special 


That mucl 
the followin 
issue, where tercity sales execu- 
riding, new sales 


1eed for 


lives discuss ire 
tec hniques, the separate 
sales departn ents 


effect 
and ter 


sales training pro- 
advertising techni- 
nal sales and service 


grams, 
ques, 
programs. 
And to what 
the best | 
riding publi 


nd? To sell service 
ble service—to the 


The two—sales and service— go 
hand in har Without even 
enders little public 
the public is not 
aware of its tilability. 

Without service 


even the best 


sales, 
good service 
response be 1us¢ 
good service 
ilesman will have dif- 
ficulty in producing effective results 
because his product doesn’t measure 
up to the requ | standards. 

The most significant factor in this 
new intercit' es trend is the move 


to separate management and 
trafic manag t functions. 
Already, a «| handful of car- 
riers have o1 in the process of 
creating sepa! 


headed by a 


responsible I rh 


sales departments, 
manager, who is 
development of 
training of sales 


sales prog ! 


personnel, su sion of commission 
agencies, al the development of 
advertising pi rams. 


The trafly 


be responsi! ‘ 


nager continues to 
tariffs, schedules, 
routes, reclai nd other traditional 
trafhe depart t functions. 

With these many changes there 
will come a s to 
before used rh 

In additi 


sales titles never 
intercity industry. 
1 sales manager or 
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director of sales, the sales department 
will have on its roster such titles as 
City Sales Representative (replacing 
city passenger agent), Regional Sales 
Representatives (replacing traveling 
passenger agent), Ticket Salesman 
(for ticket clerk), and such specialty 
titles as Charter Salesman and Tour 
Salesman. 

As the importance of sales becomes 
more fully recognized, the sales de- 
partment will function at the same 
level as the traffic department in the 
organizational structure, and the 





sales manager will be co-equal with 
the traffic manager on the manage- 
ment team, 


Many of these new sales con- 
cepts are discussed at length on the 
following pages of this special issue. 
On the next page, A. N. “Red” Brion, 
Vice President for Sales, The Grey- 
hound Corporation, starts the ball 
rolling with an analysis of present 
and future riding trends and the sales 
problems facing the intercity bus in- 
dustry.—The Editors, 


Here are the working experts 
and what they have to say .. . 


A Vice President for Sales says: 


Today's Salesmanship 
Will Build Tomorrow's Riding 


A Sales Manager points out: 


We've Got a Good Product— 
Let's Learn How to Sell It 


A Salesman nails it down this way: 
The Market Exists— 
But It's o Buyer's Market 


A Manager of a large terminal discusses: 


The Intercity Bus Terminal— 
A Sales and Service Organization 


A Traffic Manager outlines ideas on: 


How to Plan and Execute 
Your Own Advertising 


In addition—these worthwhile features . . 
Some time-tested sales ideas 
A credit system to sell more riding 


A refresher quiz on sales and service . 





By A. N. “Red” Brion 


V ice Preside ni for Sales 
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‘LIKI 10ST TYPES OF BUSINESS, 
U intercity bus companies en- 
joyed their greatest and most 
rapid period ol growth without the 
help of They simply 
didn t 
What a contrast today! Now, inter- 
ity bus lines find themselves in a 
salesmanship is an 
essential part of everyday operations. 
Intercity bus lines came into being 
vhen there was little competiiton in 
the field of transportation. 
More important there were very few 
iutomobiles on the highways to pro- 
ice personal transportation for the 
publi 
During the 


sale manship 


need it 


period where 


public 


rave ling 
years the bus 
nes grew and expanded to fill a 
need, We enjoyed a fortunate 
ition in a market” for 
motor bus, then 
enabled us to provide 
lower cost per seat mile than any 
ther carrier 


early 


t ller’s 
i insportation The 


new vehi le 


The riding volume of the intercity 
bus industry reached extremely high 
peaks as a result of the transportation 
lemands of the war years. Despite 
’ f operation, profits in- 
reased because of the high load fac- 
tor. We had all sorts of problems, but 
of them. 
trend reversed. People 
buying new automobiles—by 
the millions. The airlines and the 
railroads began to compete for a 
rreater chunk of the traveling dollar. 
And the intercity bus industry? It 
by quietly and watched its riding 
lume decrease steadily, at the same 
that wages equipment costs and 
operational expenses were soaring to 


ne cost 


lea Was not one 
Then the 


tarted 


Lirvie 


Today's Salesmanship 


new record highs for the industry. 

The bus business had suddenly 
gone from a seller's market to a 
huyer’s market. 

Rather belatedly, then, the inter- 
city bus lines became sales conscious. 
Red ink made us realize, as nothing 
else can, that we must aggressively 
merchandise our services. 

But that was easier said than done. 
An industry which never needed to 
do much selling cannot develop a 
strong and efficient sales organiza- 
tion overnight. But we started to 
organize our sales efforts . . . to 
develop sales concepts a sales 
philosophy .. . which we knew must 
become part of the thinking of 
drivers, ticket agents, commission 
agents and any and all bus company 
employees who had anything to do- 
directly or indirectly-—with serving 
the passenger. 

We are still learning, but at least 
this much has been accomplished: 
every executive in the bus business 
realizes today that sales promotion 
is now an essential part of his opera- 
tions . . . that time and effort must 
be devoted to planning and executing 
a sales program that will get more 
passengers aboard his buses. 


Efficient sales management begins 
with a careful analytical study of our 
sales problem. What have we got to 
sell that is better—or less expensive 
—than the service rendered by our 
competition? How can that service 
be improved to attract more patrons? 
What is our best market in terms of 
income, age and other characteristics 
of the American public? : 

These and many other questions 
must be answered intelligently be- 
fore any sales program can be suc- 
cessful, 

We must have the intelligence to 
look at our sales problem objectively. 
We must discover any weaknesses 
that may be found in our service 
and then have the sales ability to sell 
management on the necessity of mak- 
ing corrections. 

The sales department of any large 
manufacturing concern is custom- 
arily headed by a top executive who 
has an important voice in determin- 
ing the essentials of quality, appear- 
ance, performance and price of the 
product to be sold. 

This concept is no less important 
to the successful operation of an in- 


tercity bus company today. There 
should be a top bus executive func- 
tioning as sales manager, and he 
should occupy a similar position of 
responsibility and authority on the 
management team. 


We must improve our service if 
we are to keep pace with other forms 
of transportation. Careful study of 
our operations will indicate where 
these improvements are needed. 

For instance, the entire industry 
would benefit as the result of sim- 
plification of our tariffs. 

If we are sometimes critical of an 
agent or an information clerk, we 
must remember that we are making 
their work doubly difficult with our 
complex tariffs. Our time tables will 
always be voluminous because of the 
number of schedules we operate and 
the number of cities and tours we 
serve. 

But why make the time tables even 
more involved with exception after 
exception, requiring footnotes and 
cross references, all of which lead to 
confusion on the part of agents—as 
well as the riding public? 

We must recognize that there is 
need for improvement in attitude on 
the part of all who serve the travel- 
ing public. Salesmanship can’t begin 
without a friendly, courteous and 
helpful aproach to the customer. This 
is an attitude which must be shared 
by everyone in the bus industry. 

Our selling starts when the pros- 
pective passenger approaches a ticket 
window or telephones for informa- 
tion. For that reason, those who 
make the first sales contact must be 
a definite part of our sales program. 

Ticket and _ information 
clerks should be properly trained. 
They should be told the whys and 
wherefores of our sales plans. They 
should be given incentives to im- 
prove their work, and recognition 
when they accomplish these improve- 
ments. 

Let us be 


agents 


more concerned with 
people—our own employees and our 
own passengers—than we are with 
our competition. The airlines and 
railroads, like the bus lines, have 
progressed because America requires 
a variety of transportation resources. 

However, if they continue to go 
forward at the expense of the bus 
lines, it will be because we have 
neglected to sell our superiorities, 
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Will Build Tomorrow's Riding 


rather than because they always give 


better service 


Our best sales 
herent advanta 


tools are the in- 
of bus travel, ad- 
vantages whi ire unmatched by 
transportation. 
Sightseeing one 
tages. A 
to see the 


any other for 
of these advan- 
travelers want 
tryside, the towns 
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utomobile can they 
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City trafly 
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enter cities and 
irds not through 
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Bus te ils are in 
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towns over bi 
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tricts. down- 
town areas cl hotels, stores and 
theaters. 
Economy is 


vantage that « 


ther important ad- 
sell more bus travel. 
the maximum value 
No fares are lower 
those of the bus 


Americans wa 
for their 
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mone 
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thrifty, who must 


lines 
travelers whe 
economize are ong our best pros- 
pec ts 
Frequency hedules is another 


selling advant possessed by bus 
is no other form 
which 
ent schedules than 


also prov ide the 


lines. There si 
of intercity 
offers more fre 
the bus lines 


most convent “ve 
( omitort is 


sportation 


ns for stopovers. 
phase of travel to- 
day in whic! ises no longer need 
take a position. The new- 
est ir-cond d 


seconaa 
air-suspension 
seats and other 


conveniences I vide 


buses with re 


riding ease 


ee 


that more luxurious equipment at- 
tracts additional business. Washroom 
facilities on these buses correct one 
of the shortcomings of bus trave! of 
yesterday. 

In addition, such facilities help 
solve the problem of rest stops where 
washroom facilities might be below 
what minimum  stand- 
ards, Elimination of frequent rest 
stops permits a reduction of running 
time without any increase in speed. 

So far as running time is con- 
cerned, buses have seldom been able 
to equal the rails. Now, even that 
situation is changing as more and 
more turnpikes and super highways 
are opened. 

Last, but not least, buses provide 
for almost door-to-door charter serv- 
ice that cannot be provided by any 
other form of public transportation. 
As much charter work as the bus 
lines now do, they have only 
scratched the surface of a great mar- 
ket for group travel. 

Experienced bus men are familiar 
with all these advantages. But, are 
they being sold? These advantages 
are our selling points, and we should 
present them with constant repeti- 
tion in our sales programs and our 
advertising so that everyone—our 
thousands of employees and our 
millions of potential customers—gets 
to know them and appreciate them. 


we consider 


Aggressive sales effort has paid 
off for other industries, and | am 
firmly convinced that it will pay off 
for the intercity bus industry. 

With respect to my own company, 
Greyhound, we have a long way to 
go to achieve a really efficient sales 


_. . those bus companies which pioneered in estab- 


lishing sales departments and initiating sales pro- 
grams which reached out to all their agents have 
proved very definitely that more bus travel can be 


sold. 9? 


which equals not surpasses any 
other type of vehicle, 

dual level 
introduced 


piling up evidence 


Scenicruise the new 


motor coach cently 


by Greyvhoun 


organization on a company wide 
basis. But, we have made a good 
start, and that is borne out by results 
to date. The volume of our tour, 
charter and package express sales 


has steadily increased every year 
since the war, despite reverse trends 
in regular passenger revenue. 

I believe firmly that those com- 
panies which pioneered in establish- 
ing sales departments and initiating 
sales programs which reached out 
to all their agents have proved very 
definitely that more bus travel can 
be sold. 

Because of that, | am most op- 
timistic in my view toward the future 
of the intercity bus industry. 

The market is there. The popula- 
tion of the country is increasing at 
an unprecedented rate. The number 
of middle-aged and elderly people, 
who are favored by liberal 
pension and social security plans, is 
gaining steadily and they are good 
patrons of bus lines. 

Nearly every worker enjoys paid 
vacations and has more leisure time 
for weekend travel. Disposable in- 
come of the American public is at 
an all-time high and, according to 
economists, will continue to rise. 

Of course, there will be even more 
automobiles in the future, but that 
increase will complicate city conges- 
tion and parking problems to the 
extent that more and more persons 
should turn to public transportation 
for relaxed, pleasant intercity travel. 

The airlines will continue to grow 
and | am hopeful that the railroads 
will also get a full share of the larger 
market of the future. The greater the 
prosperity of our transportation re- 
sourses, the more extensive the ad- 
vertising and sales effort will be to 
promote travel. 

When a keen desire for travel is 
created in the public mind, then the 
hus lines will have a wider potential 
market. 

When a desire to “go someplace” 
is created, a transportation sale is 
half made. If the intercity bus in- 
dustry provides a service based on 
the advantages that cannot be offered 
by other forms of transportation, and 
if we inform the public of these ad- 
vantages through adequate advertis- 
ing and merchandising, then I am 
confident that the bus carriers will 
get their share of the future business, 

The intercity bus industry has 
come a long way with very little real 
salesmanship. 

Just think what we might do in the 
future if we really get out and sell 
this industry of ours 


more 





“We've Got a Good Product... 


That's the hard-bitten belief of W. C. Simpson > 
author of this article. He’s director of agencies and sales for 
Continental Pacific Lines and Continental Western Lines. 


On these pages, Mr. Simpson discusses some 


basic principles involved in the training of salesmen, and 


the execution of an aggressive sales program. 
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ement’s job, for these 
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here are some of 
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lo overcome 
things we have 
1. Establish a feeling of pride. 
ot necessarily money. 
itself is rarely the real 


Incentive is 1 
ly fact 


money 


incentive. It is the pride, to which 
money is a contributing solace, which 
usually makes us improve our selling 
efforts, 

We try to instill in our agents and 
salesmen a feeling that they are im- 
portant to our company and to our 
industry—that they are really key 
personnel without whom the company 
couldn't exist. 

One valuable method of instilling 
a spirit of pride is through competi- 
tion—but the competition must be 
on a level where everyone can par- 
ticipate in it. 


2. Cut sales problems to agents’ 
size. The statement that his company 
lost six million passengers last year 
would shock any ticket agent worthy 
of the same. 

But he’d probably think to himself: 
“How terrible, but it couldn't be my 
fault. | haven’t had that many people 
in my depot for the last ten years put 
together.” 

What he needs, then, is to have 
the problem cut down to his size. For 
instance, he can understand that his 
share of that loss is, let’s say, one- 
quarter of the people who walked 
away from his ticket counter without 
buying a bus ticket. 

That’s something he can under- 
stand ... and maybe do something 
about. 


3. Explain our competitors. The 
chief competition from bus travel is, 
of course, the private automobile. 
While it has its strengths, it has its 
weaknesses, too . and we make 
sure our sales people know about 
them, 

Here’s a sample of the anti-auto 
ideas we give our sales force: “Every 


“PROFITS CAN BE IMPROVED 


ways: by cutting costs or by increasing sales. 


in two 


In concentrating on the former... 


day there are more and more autos 
on the highways. And the more there 
are... the more accidents they have. 
The more accidents they have . 
the less carefree their owners become. 
The less carefree they become, the 
stronger is our appeal to them for the 
safety, relaxation and comfort of 
traveling by bus.” 


4. Relate bus selling to all selling. 
Many agents have the idea that selling 
bus rides is something unique—that 
it bears no resemblance to selling 
drug items .. . or gasoline . . . or 
automobiles. 

We try to impress on them that 
selling anything is essentially pleas- 
ing people by satisfying a desire. We 
also impress on them that no product 
is perfect, but that there’s usually a 
compensating element which permits 
it to be sold. The bus line with the 
fewest number of schedules has to em- 
ploy better salesmanship . . . and often 
does, That’s because, if they’re good 
salesmen, they refuse to admit they 
have less to sell. They say, “the cus- 
tomer is only going to need one seat 
... in one bus... and that’s all he can 
use regardless of how much service 
is available.” 


5. Stress honesty and helpfuiness. 
Intelligent, honest and helpful sales- 
manship on the part of bus lines’ per- 
sornel was never more important to 
the industry than it is today. 

The days of cut-throat, irresponsi- 
ble sales practices have gone the way 
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Let's Learn How to Sell 
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manship they may wind up in one of 
our buses. 


All those are the points we try to 

get across to our sales people to help 

them in the battle for more business. 
To get these points across we use 

two devices quite frequently. 

They are .. 


Sales meetings, which are a great 
aid in stimulating interest in better 
selling. 

Here is an opportunity for our 
sales people to exchange ideas and 
to get a greater sense of being a mem- 
ber of the team. We feel that people 
who do the same work should get to 
know each other should keep 
track of each other's doings so each 
can adapt good methods and ideas 
for his own particular use. 

But most of all, the sales meeting 
offers a wonderful opportunity for 
some of that confidence and enthusi- 
asm to seep down from upstairs to 
where it will do the most good. 

To reach our sales people, we also 
utilize... 


Frequent sales letters, which we 
have found invaluable in maintain- 
ing interest in sales programs. 

Even when we don't have a particu- 
lar program going on, we get great 
value out of sales letters by using 
them to describe important sales ef- 


fected by various sales people in our 


organization. 
For example, if one of our people 
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WE'VE GOT THE SERVICE, and there is every indication that 
there is a market for it. Our problem is to learn how to sell the 
attractions of our service to this market.” 


has done an outstanding job in get 
ting a charter together, or if another 
has persuaded a person to take a long 
bus trip instead of using some other 
means of transportation, we give the 
case history of how that partic ular 
sale was made—what the agent did, 
the service he provided, ete. 

Our salespeople go for it in a big 
way. Not only does it give them ideas 
to use themselves, but it gives them 
the feeling that good work is recog- 
nized and appreciated 


Another important element in any 
sales discussion is advertising. And 
although | am sure it is treated else- 
where in this issue, I'd like to mention 
it here in relation to sales people. 
Advertising really has a two-fold 
purpose. As well as influencing the 
buying public, it can be used to en- 
courage sales personnel, who feel 
they’re getting solid backing from 
their company. We feel that the agent 
should be made a very important 
yarty to all of the advertising done 
xy our company. He should be en- 
couraged to take the utmost interest 
in it and use it to his own advantage. 


It is gratifying to note that more 
and more bus companies are taking 
a greater interest in the training of 
sales personnel. 

I am happy to report that our com- 
pany is actively meeting the chal- 
lenge. I hope that all bus companies 
do the same .. .the future of our in- 
dustry may well depend on it. 





“The Market Exists 
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By Ed Smith 


les Re presentative Trailways 


rY SALES REPRESENTATIVE in the largest city in 

orld, operating from the largest terminal in the 

rid, | feel that one of the main parts of my job is to 

ell the public on the tremendous improvements in inter- 
ty bus transportation as it exists today. 

Let's face the truth. Lots of people still think that 

suse we're inexpensive we're inferior, That’s not 

we are the most economical form of transporta- 

is far as cost to the passenger goes. But we still are 


ss hee ius 


“la we have 


dern teature 


$40,000 coaches with the most 


e We have professional operators holding some of 
finest highway safety records, 


e We have solved complicated highway problems. 


* We have more express and through coach sched- 
ules than any other form of transportation—rail or air. 


We have -tremendously improved our convenient 
t and meal stops, and our terminal facilities, 


But the market is a buyers’ market. We have the 
ervics we have to sell it. And not only do we have 
sell, but we have to give “overtones” of service 
those extra little courtesies and helps to a passenger 


hich make his trip by bus that much easier and 
iovable 


As far as selling is concerned, | feel that companies 
ust establish definite and separate sales departments 
concentrate their efforts on sales and sales promo- 
and must better equip their salesmen in 
erchandising their service, 


Since they are salesmen, they should be selected as 
such. Today, personality and sales presentation rather 
than ten years of bus experience, are of the utmost 
importance, 

Luckily, management can shape its salesmen the way 
it wants them, for salesmen are made, not born. Here 
are two qualities | think a man must have if he’s to 
become a successful salesman in our industry: 

He must be capable of learning the fundamental 
operations of the business in short order. . . 

And most important, he must have confidence and 
enthusiasm for his own product and his own organiza- 
tion. 


He's a jack of all trades. Today he handles baggage, 
tickets, reservations, charter requests and complaints. 
Tomorrow he may audit, compile surveys, prepare ad- 
vertising, get out a newspaper release, visit an agency, 
and handle a military group movement. 

So that he may be able to present and effect his sales 
and promotions in the most effective manner, he must 
have confidence that he has the full support of the vari- 
ous departments needed to carry out the sale. 

Like any salesman, he wants repeat business. Whether 
he gets it depends on others—ticket agents . . . baggage 
men... dispatchers . . . drivers. If any one of these 
fails, you may lose the first sale . . . but you'll surely 
lose many others which would have stemmed from a 
satisfied passenger. 


1 am of the opinion that we can all learn a valuable 
lesson from the airlines in general salesmanship and 
promotion, 

They started after us as common carriers, and pro- 
gressed rapidly as we tended to fall by the wails 
not because of any inherent bus shortcomings, but only 
because of our own shortcomings of retrospection, 
rivalry, lack of co-operation and lack of foresight. 

We have been proved to be essential . . . we have the 
demand for our service. All we have to do is sell it. 


Editor's Note: You've just read a salesman’s ideas on 
selling in the bus industry. They're worth thinking over, 
because Ed Smith is a good salesman who knows his job. 

Since he works in the Port Authority Terminal, right 
across the street from BT headquarters, we've had 
plenty of opportunity to see him in action, In the follow- 
ing account of Smith and his job, by a BT staff mem- 
ber, one thing is plain . 


Selling seats is only part of a salesman’s job... 


Ed Smith is city passenger representative for four 
Trailways carriers—Safeway, Virginia, Carolina and 
Queen City. But although his headquarters are in the 
Port Authority terminal in the heart of New York City, 


; 


e spends an average of 15 days every month on the 
road. And even when he’s in town, he’s likely to put in a 
12 to 14-hour day. 


As he himself points out in the preceding story, his 


job consists of far more than selling. As a matter of 
fact, it is the thousand and one other things he does 
which altogether add up to money in the Trailways 
cash register. 

What are those things? It’s difficult even for Smith 
himself to figure them out. “One of the best things about 
this job,” he says, “is that when I get up in the morning 
I never know what I'll be doing before the day is out.” 
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But It's a Buyer's Market’ 


He’s intensely serious, though, on providing service 
with extras —“overtones” he calls them. And that very 
seriousness keeps him hopping when he might otherwise 
grab a coffee break. 

For instance, if he sees the ticket lines growing long, 
Smith will toss on a jacket, open a third ticket window 
and help melt them down. And no matter how busy 
he is at the moment, he'll always pick up a telephone 
and answer it before it rings a third time. “Might be 
a customer,” he explains. “And there’s nothing more 
annoying than not getting an answer.” 

He feels the same way about complaints of any sort 

answer them as promptly as possible, That way, you 
hold ill-will to a minimum. 


One of Smith's strongest points is his ability to get 
Trailways’ name before the public. 

Although he has no special influence with any of the 
New York newspapers, he writes releases galore and 
ships them off to travel editors. He’s never written one 
that some newspaper hasn't published. 

He’s also worked contacts with radio and TV 
tions. Quiz shows are particularly good, as many of 
them arrange transportation for their contestants to and 
from the city in which the show originates. In that 
case, a little persuasion can result in the MC of the 
program mentioning a “Trailways Thru-liner with re- 
clining seats 

“Every type of newspaper, magazine, radio or TV 
outlet is always in need of, and searching for news and 
travel information to feed the demands of the public,” 
Smith says. “Get to know them in your area. You have 
nothing to lose by spending a little time with them.” 


Much of Smith's road work involves agencies—not 
the standard on-line commission agency, but travel bu- 
reaus as far north of New York City as Bridgeport, 
Conn. and Liberty, N. Y. 

Many of these agencies never bothered with bus 
tickets before. But Smith has established friendly con- 
tacts with the owners——even to the point of remember- 
ing their. birthdays, anniversaries, etc. Now, when they 
get requests for travel by bus, they think of Trailways 
and route their clients on the crimson and cream buses. 

Smith has been particularly successful with these 
travel agencies in tour work. Two or three years ago 
many of th ouldn’t handle bus tours , . . now they 
jump at the portunity, 


Another of Smith's successful ventures on the road 
is his system of visiting and getting chummy with small 
bus operators along lrailways routes. 

Quite a bit of long haul travel originates up in the 
New York State - Connecticut area. But until Smith 
went to work on the local operators the average one 
didn’t bother a writing interline tickets for the 
entire trip. Instead, he’d route them to New York City 
and let then ike their own arrangements from there. 

Smith was losing potential business ... and he knew 
it. So he began a missionary campaign among the small 
operators, convincing them of the values of routing the 
passengers right through to their destinations—via 
Trailways 


BUS 
TRANSPORTATION 


Selling packaged tours is another activity at which 
Smith excels, He feels that this is one field in which the 
bus has a mighty advantage over competing forms of 
public transportation. 

But he doesn’t like to sell anything he doesn't know. 
So it’s not uncommon at all for him to take a few days 
on one of his road trips and take a new tour himself. 
That way, he can describe it from personal experience 
when he gets out newspaper releases or talks to local 
clubs and organizations. 

Since tours are ideal for people who are not likely to 
have cars, Smith works with on business organiza- 
tions, such as insurance companies and giant banks, 
that employ thousands of office girls. A little tour litera. 
ture distributed in the right spots in one of these build. 
ings can mean a lot of tour business. 

Elderly people are another group of prime targets, 
If they’re retired they have plenty of time to travel, and 
usually they don’t like to drive their own cars on long 
trips. So whenever Smith passes a spot where older 
people congregate—a restaurant, club or other such 
place——he stops off, chats awhile, and leaves Trailways 
tour literature. 

Besides these special activities, of course, Smith turns 
his hand to such things as handy route schedules, pro- 
motion posters, charter arrangements, plugging pack- 
age express and a million other activities, all of which 
mean, eventually, money in the till for Trailways. 

For after all, he’s a salesman whose job is to sell bus 
riding . . . and he’s doing it. 


HERE'S JUST A SAMPLE of Trailways publicity releases which 
Ed Smith has had published in big New York City newspapers. 
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REFRESHER COURSES held periodically for terminal sales and 
them on their toes, Subjects could include 


The Intercity 


H. Hoffman * General Manager 
Crevyi Terminal 


rronts, plus considerate service 
ord in the intercity bus terminal 


be to SELL transportation by 
iously, such an aim cannot be 
ell-planned program and an aggres- 
staff to carry out this program day 
week, year after year. 
illion dollar Greyhound terminal 
ve had such a program right from 
in such a program because it pays 
ve that the same type of program, 
would pay off in the operation of 


ils 


Meny items must be considered when developing a 
to aggressive sales staff and to pro- 
iderate | inal service to patrons, 
respect the terminal itself, certain physical 
houl vided for if we expect to furnish 
of s e which helps sell our product—the 
Idea! ere are some of those features: 
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revised tariffs, schedule changes, new package tours, baggage 


handling, information service, new sales techniques. 


Bus Terminal... 


|. Adequate public restrooms 

2. Information counte: 

}. Travel bureau 

1. Attractive open ticket counters 
5. First aid room 

6. Restaurants and shops 

7. Good public address system 

8. Telautograph system 

9. Clear departure identification signs 

10. Compiete air conditioning 

With respect to the terminal staff, one of the first 
steps in any orientation or training program 1s getting 
your people to realize that an intercity bus terminal is 
a SALES and SERVICE organization 

One of the best ways of doing this is to change all 
outmoded and obsolete working titles so that they have 
identification with sales and service functions. 

For instance, here at the Greyhound terminal we no 
longer have a title of Chief or Head Telephone Opera- 
tor. The title now is Supervisor of Telephone Service. 
The title of Chief Baggage Agent or Baggage Master has 
been changed to Supervisor “of Baggage Service 

The same principle should be applied to all employees 
who carry titles connected with sales functions. 





PERSONNEL 
quiring passe 


contact with public should be able to tell an in- 
r his departure gate number, departure time, etc. 








*¥ 


DEPARTURE GATES identified by number, showing departure time 


and destination, reduce the confusion experienced by passengers. 


A Sales & Service Organization 


Gone are the days when ticket agents must be guarded 
from the lic behind solid walls and grilled ticket 
windows 

Ticket agents should be out in the open where they 
can see tl iblic and where the public can see them. 
to find for they have no place to hide. It 
is our of m that with the open counter a more 
sphere is created between our customers 


They are 


friendly 
and our; men 

A go iblic address system, with clear understand- 
ements, is a necessity in the intercity ter- 
minal of 1 1) 

Modern electronics make possible the equipment, and 
ng and follow-up on the part of the ter- 
ment will provide the desired type of an- 


able ani 


proper t 
minal ma 
nouncem« 
Here at the Chieago Greyhound terminal, in addition 
to havis ouncements made in a clear, not-too-fast, 
not-too-slow, understandable manner, we require each 
nt to be prefaced with, “May I have your 
ise”, and closed with “*Thank you”. 
nnouncements, we have music piped in over 
iddress system, a feature which has won the 
our patrons and our employees. We are 
careful to keep the music at a reasonable sound level. 


announce 
attention 

Betwes 
our publi 
approval 
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The Telautograph service has no direct relationship 
with bus patrons, but because it can make for more 
efficient day-by-day terminal operation, indirect benefits 
flow to the bus patron in terms of a better quality of 
service. 

The Telautograph can be used between the bus con- 
course and the telephone information room, counter in- 
formation desk and the ticket counter. It provides quick, 
automatic information on arriving buses and serves to 
keep time-consuming telephone conversations down to 
a minimum. 

In addition to transmitting arrival information, we 
use our Telautograph for drivers-to-dispatchers sign-in 
and sign-out purposes, again eliminating the use of the 
telephone in addition to providing a written record. 

Clear departures identification signs, coupled with 
permanent gate assignments for each departure, assist 
immeasurably in reducing the confusion and worry 
generally experienced by passengers. 

Each departure at our terminal is assigned a specific 
gate and that same gate is used each day, All a caps, 
starters, dispatchers, baggage clerks, information clerks 
and ticket salesmen are provided with a traffic schedule 
and can tell the patron exactly at which gate his bus will 
load. Continued on next page 
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ise of a curtain arrangement (similar to those 
destination signs in buses, only much larger) 
the transom over the doorway at each load- 
ck, the passenger can be assured that he is at the 
ile 
urtain arrangement, by turning a crank, permits 
ving of a sign with maximum speed and with 
eflort 


Cleanliness and proper maintenance are of para- 
portance in the operation of a terminal, To 
ind maintain this condition requires that man- 
nt be constantly on the alert and be satisfied with 
than the best 
rry out regular inspections covering the com- 
tilding in company with supervisors responsible 
nienance. Deficiencies not apparent to the super- 
pointed out and then followed up to be sure 
tions have been made or undesirable conditions 
ited. Employees not involved in maintenance are 
ted to report deficiencies and to assist in the pro- 
if keeping the terminal attractive and appealing. 
plavs and advertising material should be carefully 
nd limited to an amount considered in good 
of display material can give the 
i cluttered and untidy appearance. 
per and sufficient lighting is another matter which, 
it may seem insignificant, is important in main- 
a pleasing appearance of a terminal and most 
should not be ignored. 


eeeive Lime 


Building a well-trained, loyal and aggressive sales 
taff, and the planning and execution of sales promotion 
us right smack up against the human 

the employee and our relationships with him. 
t intercity operators would agree that employee 
the most important factor with 


tie bring 


is probably 

we are concerned today. 
fact that our own terminal employees are repre- 
1 labor organization has not hindered us in 
efforts to improve morale and our relationships 
They know that we will not attempt 
urd or get around the contract. They also know 
1 matter of fact, insist on, a good 
rk and that the terminal rules and regulations 


‘ mploye f 
‘ xpect i 


ust te »bserved 

We believe that the better informed and better trained 
ill other factors being equal, will do the better 
ob 


ruently 


iid refresher training and motivation courses 

e winter and spring for ticket agents, counter in- 

nation clerks, and telephone information operators, 
separate classes for baggage handling personnel. 

or reviewed are tariffs, schedules, 
ste vides, maps and geography, company licies, 
courtesy, good service and selling 


ect discussed 


ind re oulatic ' 


We hold sper ial meetings at times of general schedule 


es 


take all employees on demonstration rides when 
equipment is put into service. 


e We pass along proofs of future newspaper advertise- 
nents so that employees will be familiar with what we 
ire advertising 


e We pass along sales figures with appropriate ©om- 
ment with regard to increases or decreases. 


© We arrange for ticket agents to travel with and ob- 
serve sales representatives in their outside promotion 
activities. 


@ We arrange for personality improvement courses for 
our sales personnel, 


e We arrange for telephone information operators to 
attend Bell Telephone Company special classes. 


© We subscribe to a 24-point human relations program 
embodying the use of posters designed to improve em- 
ployees’ relationships with other people. 


Sales promotion efforts within the terminal in con- 
nection with general travel, tours, charters and package 
express handling can be varied and many, such as: 

1. Well-designed promotion posters tastefully dis- 
played. : 

2. The playing of recorded sales messages over the 
public address system at various intervals. 

3. Distribution of special flyers and folders by the 
travel bureau, information and ticket office counters. 

4. Ticket sales contests designed to create interest 
among all employees involved in selling. 

5. Free ticket delivery service in conjunction with 
your telephone information service, where operators 
have been trained to close sales over the telephone. 

6. Notification to all employees relative to special 
activities with the request for their cooperation in pro- 
motion. 

By keeping employees up to date on all activities and 
by pursuing a course of rigid follow-up on their appli- 
cation to their jobs, we believe the employees can be 
made to realize their responsibilities and accept them. 
The result, we believe, is a more effective and aggressive 
sales force. 


The appearance of terminal employees is of vital 
importance to the success of a sales and service pro- 
gram. Well groomed, attractively and uniformly attired 
employees convey an inference to the public that the 
employees are there not only to serve, but they are 
anxious to serve, 

In our terminal we require male ticket agents to wear 
light colored shirts, preferably white, Greyhound blue 
ties and light tan washable jackets. 

Female ticket agents and counter information clerks 
are furnished attractive linen smocks which match the 
color of the ticket agent’s jackets. 

Janitors are attired in white washable coveralls and 
red caps wear the usual dark blue trousers and Eisen- 
hower jacket combination. Coach checkers wear light 
gray trousers, shirts and caps with black bow tie. In 
cold weather they add oxford gray jackets. Baggage 
loaders are required to wear regular forest green work- 
clothes consisting of trousers shirt and cap with dark 
green jackets when necessary. 

We also believe that employees be readily identified 
by the public whom they serve. To accomplish this we 
have our employees wear name plates or numbered 
badges. 

Because of the continuous program of inspection of 
employee's dress as well as terminal facilities very little 
diffeulty has been experienced in obtaining the desired 
appearance. 

We believe that all employees connected with the new 
Chicago Greyhound terminal are equally as proud as 
management is in the selling job we do and the service 
we give to the riding public. 
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DETROIT'S 


ew Greyhound terminal as architects visualize it. 


GLG to Build Showcase 


For Sales and Service 


THERE'S PLACE like a showcase 
for a merchant to display his wares. 
And the newest showcase of the bus 
industry will be the new Greyhound 
ed for Detroit. 

$4 million, the ultra- 
erminal is to be built in 
the heart of the city, handy to shop- 
ping centers, to axial roads and to an 
expanding network of expressways. 

The lon ww, graceful building, 
mplement other taller 
he area, will boast many 

varking decks for 700 

loading lobby” and 

ielivery area. 
up to one thing—greater 
yhound and better serv- 
ice for the traveling public. 


terminal p! 
At a cost I 


modern bu 


designed 
buildings 
innovatior 
cars, a spe 
a baseme nt 
It all add 


sales for (re 


Details of the new terminal were 
announced recently by R. W. Budd, 
president Great Lakes Greyhound 
Lines, which is building the bus cen- 
ter in Detroit 
Designed by Greyhound architects, 
building when com- 
expected to serve easily 
2,500,000 annually and an additional 
3,000,000 suburban patrons, 


the proposed 
pleted is 


us April, 1955 
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Presently GLG handles 268 long 
haul arrivals and departures daily, 
662 suburban trips and 130 airline 
express schedules linking Detroit with 
major airports, 


From the sales and service stand. 
point, however, new wrinkles really 
set the Detroit terminal apart. Every- 
thing has been planned for the great- 
est passenger comfort. 

In addition to a large, modern 
restaurant, cocktail lounge, drug store 
and various shops, the building will 
have a large-capacity parking lot with 
possibly a “super-service” station in 
conjunction. 

Departing riders can be driven 
right to the terminal . . . visit with 
their friends until departure time. 
The same holds true for arrivals. 

To speed baggage handling, both 
for departures and arrivas, a cen- 
trally located loading lobby between 
the main waiting room and the load- 
ing docks is called for in the plans. 
Here riders will check and claim bag- 
gage and enter loading docks for 
boarding coaches. Arriving passen- 
gers will claim luggage and make 


interline connections in this area. 

Another unique feature of the ter- 
minal will be its basement delivery 
area, Here Greyhound package ex- 
press parcels will be picked up or de- 
livered, as will be supplies for ter- 
minal tenants. Provision will be made 
for service trucks to drive right to 
the basement area, thus eliminating 
street-level congestion. 


The building will be fully air con- 
ditioned and will include the best 
features of Greyhound termi- 
nals, 

In appearance the terminal will em- 
phasize sweeping horizontal lines, 
while the neighboring City-County 
building recently completed stresses 
vertical parallels, And although its 
exterior styling has yet to be decided 
upon, some thought has been given 
to using the marble facing of the 
City-County building. 

The terminal will front on Con- 
gress Street in a spot which, Budd 
says, has all the prerequisites for “our 
type of operation.” He was particu- 
larly happy with the expressways, 
which would enable Greyhound to 
provide fast, comfortable “front- 
door” service, creating in visitors a 
favorable impression of the city, Too 
many cities, he noted, must be served 
through ugly and congested “hack- 
door” routes. 

Intercity buses will operate from 
17 angled street-level loading docks, 
while a straight dock, running the 
length of the building will serve 
the suburban fleet. Between the two 
will be space for extra sections. 


Total area of the recently purchased 
property is 105,000 square feet; the 
terminal will measure 400 feet by 250 
feet. The building will have a full 
basement, main level, mezzanine and 
several parking decks. All in all GLG 
will have about three times the space 
it now has at its Washington Boule- 
vard terminal. 

Future plans for the existing ter- 
minal have not yet decided. 
Greyhound owns most of the prop- 
erty and the remainder is under 
lease. 

After leaseholders have vacated, 
buildings presently located on the 
property will be razed and construc- 
tion will begin, Budd said, placing 
completion about a year and a half 
after that. 

GLG becomes the first private in- 
vestor to enter the civic center, and 
in announcing the terminal Budd said 
he was looking for others to share 
“our faith in the future of this re 
vitalized section of the city.” 
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To Pep up Your Sales Menu 


Vary your sales and service diet and you might come up 
with a tasty dish for riders. Here's what some operators 
have done over the past two years. Their ideas have one 
thing in common—they worked! 


How can you get a bigger piece of charter business? 


Well, for one thing you could take 
leaf out of the book of New Jer- 
Public Co-ordinated 
PS’s representatives cover 
wial field like a blanket on a 
e-wide basis 


ror a 


spapers for 


“eTVvice 


insport 


starter try checking the local 
of clubs, 
hurches, industrial organizations and 
hools. When you have a lead get 
ht on the phone call the group 
tell them what you have in the 

ol equipment and service. 
lhen, follow it up. See the people 
harge and tell them in greater 
letail what it is you're selling, Final- 
ee that they are satisfied .. . 
end « man along if it’s a large move- 
ment and follow up with a letter of 
thanks or a telephone call, It works 
for PS, no reason why it can’t work 


activities 


Lor you 


e On the other hand you might fol- 
low the lead of the Conestoga Trans- 
portation Co, They like to dream u 
charters and then work hard to seil 
them, 

Where no charter business seems 
to exist, it springs up under the 
guidance of Conestoga. For example, 
the company makes good use of the 
neighboring countryside, rich in his- 
torical attractions. They package 
tours and sell them to women’s clubs 
and local schools. 

The firm also works with hotels, 
carrying their guests around the 
countryside in charter buses. And 
Conestoga contacts local industry and 
gets the job of transporting personnel 
during conventions and sales meet- 
ings. 

Another potential charter group: 
merchants on their day off. 


How can your service help your sales? 


. ifeway Trailways did away with 
innoying wait for tickets. It in- 
led in several of its terminals 

Ket printing machines 

Called the Ticketeer, the machine 

es just about eve rything in the way 

issuing tickets. In just 20 sec- 

New York ticket agent can 

interline ticket to Miami, 
the printed ticket 
es a complet break down, on-line 
interline revenue, taxes. ) 

When the Ticketeer goes into ac- 
tion, crowds at the window just melt 
rickets their fa- 
miliar open form, but instead of writ- 
ing in origin, destination, fare and 
printed automat- 
ically when the operator of the ma- 
installs a matrix (printing 
containing all the informa- 


; 
nds a 
if an 


i Incidentally 


enue 


iway 


remain in 


utling these aré 
chine 
plate } 


tion needed, 


¢ Perhaps you're looking for some- 
thing new in ticket delivery. If you 
are, you will probably be interested 
in the way they do it at Chicago’s 
Greyhound terminal. 

There, passengers simply pick up 
the phone, order their tickets and 
pay for them when they're delivered 
shortly after. It costs little and it has 
a tremendous public relations appeal. 

Of course, any operator would lose 
money delivering tickets for trips 
only short distances. That's why in 
Chicago Greyhound has established 
a $15 minimum on tickets that are to 
be delivered. 

Best of all, the taking of phone 
orders permits you to sell to inquir- 
ing riders on the spot. In Chicago, 18 
girls answer the phones, give in- 
formation and a sales pitch and close 


the sale immediately. 


e Then too, you can try sprucing up 
your equipment like United Transit 
Co. of Providence, R.L, or Great 
Lakes Greyhound. 

UTC runs a real glamour girl on 
wheels, It’s a 1943 Twin Coach from 
which UTC ripped the seats. They 
then installed the latest in rattan 
furniture, added ash trays, a settee 
and curtains on the windows—presto, 
change-o—a charter bus that sells 
itself. 

Not only was the interior dressed 
up with the aforementioned equip- 
ment plus indirect lighting, pleasing 
color schemes and thick carpeting, 
but UTC replaced the durable, but 
stiffish springs with torque suspen- 
sion. 

Great Lakes, on the other hand, 
converts regular coaches into deluxe 
buses in minutes, using « kit. 


e Another way you could improve 
your service—and help your sales 
is by taking the guesswork out of 
passenger loading. How do you han- 
die your passengers, do they know at 
which dock they are to board buses 
and at what time? 

Pre-loading is the password at, 
once again, Chicago’s Greyhound 
terminal. Passengers know exactly 
what lane to go to and at what time. 
If they don’t, red caps, information 
clerks and telephone information 
girls can tell them immediately, look- 
ing it up if necessary on mimeo- 
graphed sheets. 

Ticket agents mark the dock num- 
ber and time of departure on the 
ticket envelope when the ticket is 
purchased. 

Pre-loading helps Greyhound, but 
it gives riders peace of mind, too. 


TeanPOREATION 
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Try These Time-tested Recipes 


Do you give the passenger “something extra’ ? 


@ One of | est a rider 

highlights of a trip 
tographs, so why not 
lend him i iera 


Continent 


ways for 
to recapture 
is through 


[railways supplied them 
to cross-country travelers at no 
easy for the 
the camera and have 
ped 
service ties in nicely 
trips through spots 
est or natural beauty 
ky Mountain area and 
national parks in the western states. 


| 


It doesn’t | 


charge, ther ade it 
rider to ret 
his film de 
This spe 
with Trails 
of histori 
such as the K 


either, for riders to 


remember when they look at 


their phot ections. 


e Greyhound’s newest special service 
calls for sleep-over service for long- 
distance passengers who don’t want 
to spend the night on a bus, 

Greyhound makes all reservations 
for stop-over passengers at better 
hotels. And one of the advantages is 
that the patron can start his trip 
immediately after purchasing the 
ticket, assured that a room will be 
reserved for him. 

After spending the night at a hotel, 
the passenger can pick up the next 
scheduled bus and be on his way 
fresh—of particular importance to 
salesmen who prefer travel by bus to 
using their automobiles, 


e You could try financing your cus- 
tomers as one commission agent in 
Arizona has done. However, this in- 
volves setting up a small finance com- 
pany and takes the bus operator into 
a strange field, 

Or you could borrow from the air- 
lines which advertise “Fly now, pay 
later.” Such gimmicks would almost 
certainly bring in customers who 
want to or have to travel, but who 
lack the money at the time. 

To operators who think the trou- 
ble would offset any increased sales, 
we can only say that the agent who 
uses it boosted sales nine per cent 
the first month and 20 the next. 


What can you do in the way of promotion? 


e Most pro 
ty well kn 
use them 
lransit. 
UTC use 
of other fir 


doesn’t just 


tion methods are pret- 
but some companies 
fferently. Take United 


rect mail. So do a lot 

But this company 
nd out form letters to 
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photographs which it 
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boost sales It 


post card-si 
charters. 

photographs, one 
showing UTC’s parlor coach and the 
other an open air bus run 
in the summer, let the customers 
first hand what type of equip- 
ment 1s a\ ble to them. 


uses to 


show 


know 


e Philadelphia's Quaker City Bus Co, 
has a unique idea to build sales. 
They use what they call a Suggest- 
O-Gram, telling prospective custom- 
ers of the company’s speedy service 
from Philly to New York, 

If a convention is being held in 
New York, Quaker City sends Sug- 
gest-O-Grams to those in Philly who 
would naturally be cmnlion 
jewelers, druggists, bakers, manu- 
facturers, sports fans . . . almost any- 
one is fair game. 

Quaker Ety doesn’t depend only 
on its Suggest-O-Gram, but also uses 
schedules, brochures, blotters, ete. 


e If you are really in the chips, you 
can borrow profitably from the 
Greyhound Corporation. . 

They have reached the ultimate in 
promotion they helped sponsor 
a nation-wide television program. 

Of course it’s out of the question 
for the majority of intercity opera- 
tors, but local television and radio 
are not. And if sponsorship or co- 
sponsorship is out of the question, 
you can try spot commercials as 
many operators have done. 

At least one operator has swapped 
advertising space in his buses for 
time on the radio. 


Are there any other ways of creating revenue? 
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e Last year Continental Trailways 
and United Airlines worked out an 
agreement providing for continuous 
air-bus travel from place to place in 
the United States. 

Where United has no airport and 
Continental has a route, a passenger 
can buy a bus ticket and at the same 
time requisition a plane ticket, The 
same is true in reverse, travelers can 
buy plane tickets at major cities .. . 
get bus seats at the same time. 

Similar plans were worked out 
just last month between Greyhound 
and Pan American and Braniif Air- 
ways for passengers from abroad . . . 
include pre-planned tours. 


e You can, if you want, get in on the 
family plan, 

At first it was Continental Trail- 
ways which took a page from the 
airlines’ book by trying out the fam- 
ily plan in the Gulf Coast area. 

Greyhound carriers later tried it 
to meet growing airline competition. 

The plan calls for reduced rates 
when husband and wife or entire 
families start trips in the middle of 
the week. 

Although some confusion existed 
as to where and when the plan could 
be offered, for the carrier seeking 
increased riding it’s a feature well 
worth looking into. 


3% 





How to Plan and Execute 


The smaller operator who doesn’t have an advertising 
agency neednt grope in the dark. He can do a better- 
than-average job of selling his product through advertising 
fhe follows the simple rules suggested here by an operator 
who plans and executes his own advertising. 


TIME TABLES 
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NEWSPAPER ADS, with copy tied into key features of your operation, plus strategic 
1 of timetables end travel folders, could serve as your basic advertising tools 
; in effect elling job for you. 








By Ralph A. Pepper + Traffic Mgr. 


Acadian Lines * Halifax, Nova Scotia 


Do You BeLieve THAT the right kind 
of advertising will help sell intercity 
bus riding? 

If you do, are you sometimes puz- 
zled as to just what is the right kind 
of advertising? Are you perplexed 
by the question as to the most effec- 
tive media? .. . The percentage of 
revenue which should be budgeted 
for advertising? . . . The mechanics 
of planning and executing an adver- 
tising program? 

If you are a member of the man- 
agement team of a large intercity bus 
company, you need not concern your- 
self unduly with the answers to 
some of these questions. Chances are 
that your company, like other large 
companies, has contracted with an 
experienced advertising agency to 
handle the entire advertising prob- 
lem. 

But, if you are a relatively small 
company, chances are that you do 
not have an advertising agency, and 
you must struggle along as best you 
can in learning the advertising 
ropes.” 

The company with which I am 
associated has planned and executed 
its own advertising program for 
many years, a program which has 
done a consistent and effective selling 
job for us. Over the years we have 
adhered to certain basic principles 
of transportation advertising ; 
have learned many of the “do’s and 
don'ts.” The knowledge we have 
gained might be of value to other 
carriers who, for one reason or an- 
other, do not employ an advertising 
agency. 

Hence, this article. 


There are two schools of thought 
on this business of advertising. One 
is that it is a needless expense which 
should be eliminated from the budget. 

The other, a much more progres- 
sive school of thought, is that an 
advertising expenditure, of the right 
kind, is an investment . .. an in- 
vestment in the future. 

Advertising is not and cannot be 
a cure-all for declining bus riding. 
But a properly planned and con- 
sistently executed advertising pro- 
gram, in conjunction with eflicient 
and modern operating policies, can 
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Your Own Advertising 


go a long wa 


helping create pub- 
lic acceptance your service. 
A sound ertising program can 
e across to the public 
ossible time, at the 
lowest possible cost, and in the most 
efficient manner yet devised. 
However, | uld like to inject a 
note of before we go any 
further on th 


get your messa 
in the quicke 


caull 


subject, 


Take a good look at your own bus 
operation bef: starting to plan any 
advertising program, 

Study rvice with a critical 
eye from the traveling public’s point 
idvertising can only 

ratio to the quality 
of service ender the public, it 
is best that i know how well your 
service compares with competing 
forms of transportation, and whether 
your service \| match the story you 
wish to emphasize in your advertis- 


youl 


of view, 1! 
achieve result 


ing program 
A sk yourse 
l. Are your 
appearance nd 
out ¢ 


2. Are your 


ous / 


these questions : 


uses well groomed in 


clean inside and 


lrivers always courte- 


3. Are the drivers kept informed 
on all routes und schedules 80 they 


can iestions intelligently? 


4. Is 
such that it 
of even 
the road? 

5. Are vi 
“on time” w 

6. Are 
prompt and 
ings with th 

7. Does x 
travel reau 
quiries promptly? 


answer 


you! intenance program 
ludes the possibility 


infrequent breakdowns on 


; 


chedules maintained 
reasonable limits? 


terminal personnel 
urteous in their deal- 
iding public? 


traffic department... 


your answer in- 


8. Is careful baggage handling a 
must ¢ 

An advertising program must be 
backed up with first-class service. 
The above questions must be suscept- 
ible of affirmative answers before an 
advertising program can do a con- 
tinuous sellir ob for you. 


Successful merchandising of the 

intercity bus ride today demands the 

utilization of every available sales 

tool. Advertising is one such tool. 
But it must be advertising of a 
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kind which really does a selling job 
for you, and which justifies the ex- 
penditure of hard-to-come-by revenue 
dollars. 

The occasional advertisement in a 
newspaper, or the odd spot announce- 
ment on radio or TY is practically 
worthless. 

An advertising program, if it is to 
do an effective selling job for you, 
depends on careful planning, intel- 
ligent direction, creation of merchan- 
dising ideas, continuity of effort and, 
last but not least, an adequate budget 
to finance the program. 

It would obvious that the 
person or persons charged with the 
responsibility of directing an inter- 
city advertising program must have 
some background experience in ad- 
vertising and be extremely sales- 
minded, 

For the large carrier employing an 
advertising agency there is no prob- 
lem in this respect, since a successful 
advertising agency's reputation is 
built on the knowledge, experience 
and competence of its staff personnel. 

For the smaller carrier, operating 
without the services of an agency, 
there is a problem, The person se- 
lected to direct the advertising pro- 
gram will be responsible for planning 
a program which should have con- 
tinuity, impact and sales appeal. 

He will be charged with the prep- 
aration of a budget, and the selection 
of the media most likely to insure the 
greatest return for each advertising 
dollar expended. He will be charged 
with the development of forceful 
merchandising ideas which, when 
translated into advertising copy, help 
create a “want” for your service on 
the part of the public. 


Selection of the right man for the 
job is a chore which should not be 
taken lightly by management. 

In many instances the president, or 
the vice president, or the traffic man- 
ager has had some experience in han- 
dling advertising, enough, at least, to 
justify his selection as the one to take 
charge of the advertising program. 

But there are just as many in- 
stances where no one person on the 
management team has the necessary 
qualifications for the job. In such 
cases, serious consideration should 
be given to the idea of hiring some- 
one with experience from outside the 
company. Such a person could be as- 


seem 


signed additional promotion and traf- 
fic duties to justify his full-time em- 
ployment. 

If, for economic reasons, the full- 
time employment of such an experi- 
enced person is not feasible, it is fre- 
quently possible to arrange with a 
free-lance advertising specialist in the 
community to direct your advertising 
program on a part-time basis. 


In any advertising program the 
selection of media is frequently de- 
termined by the type and size of the 
market which the advertiser desires 
to reach with his message. 

The majority of intercity bus com- 
panies operate within a limited terri- 
tory—-let’s say 200 miles. Your mar- 
ket or audience, made ‘up of actual 
and potential users of your bus serv- 
ice, lies within that limited territory. 
It is a local and regional audience, 

This would indicate heavy use of 
local and regional media, such as 
newspapers, radio, TV, plus adequate 
distribution of time tables throughout 
the territory. 

Further analysis would show that 
your audience is a “mass” audience 
. .» the average white collar worker, 
the school teacher, the factory work- 
er, the housewife, etc. The medium you 
select, therefore, must be one which 
has wide circulation among this mass 
audience. 

Since obtaining the maximum re- 
turn from each advertising dollar 
spent should be the primary concern 
of the intercity advertising man, cau- 
tion should be exercised with respect 
to buying advertising space in print- 
ed programs in connection with local 
events. Such media seldom justify 
themselves from the standpoint of 
circulation, the kind of circulation 
that the intercity advertising man is 
after. 

As worthy as many of these media 
may be, from the local standpoint, 
nebulous good will is about all the 
advertiser is buying—at a cost all 


‘ out of proportion to space cost in 


media of established circulation and 
advertising “pull.” 

Good will advertising has a definite 
place in the advertising picture, but 
the budgeted amount to cover it 
should be kept to a minimum, 


So you're ready to advertise! 
What are you going to talk about? 
Continued on next page 
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Right Kind of Advertising 


ssage or idea are you going 

to get across to the public in 
sivertising copy ¢ 
ou want the public to 
that you are in the business of 
The basic 
ituation dictates that 
telephone 
ber and address should appear in 
minent place in every one of 

display advertisements, Make it 

for the people who read your ad 
tact you either by telephone or 

riting to obtain additional infor- 


Obviously 


transportation. 
of this 


ompan name, 


Reproduction of a good drawing 
photo of one of your buses, prom- 
ntly placed in the display space, 
identify your advertisement to 
isi il Te ace ' 
ping your company’s name be- 
the public serves as a constant 
inder that you are in the husiness 
bus rides. But the individu- 
advertisement de- 
why he or she should 
You've got to 
reasons, and they've 


nes 


elling 
reader of your 
nds reason 
el in your buses 

ide those 
i to he 


Here are 


good 


some basic facts you 
uld tell the public about your op- 


ition 


|. Where your buses operate... 
to what cities and towns, 


Your fares to key points in 
your territory. 


lhe frequency of your service 
reproduce time tables in 
brief 


Advantages of bus travel eee 
convenience and 


economy 


comfort 


he features of your package 


expres service 


Changes in your time tables. 


features of your charter serv- 


Places of historical interest 
in your operating territory. 


Features of new equipment 


being added to your fleet, 


10. The efficiency and courtesy 
of your employees in serving 
the public 


just a few of the ideas 
vhich can be incorporated in your 

Try to feature one 
This is more effective 


| he se are 


ivertising cop) 


idea at a time 


. » continued 


than trying to crowd the advertise- 
ment with a number of ideas. If the 
idea can be suitably illustrated, the 
advertisement will register more 
quickly and with greater impact on 


the reader. 
Continuity is necessary if your 


advertising program is to do an effec- 
tive selling job for you. 

An advertising campaign covering 
a few days or a few weeks, and then 
stopped because of the supposed fail- 
ure to show any increase in riding, is 
not giving advertising a true test. 

Where retail store advertising is 
designed for action the day of and 
the in following insertion, transpor- 
tation advertising should be planned 
to produce a cumulative sales im- 
pact into the future, as well as make 
sales today. It is the continuity of 
your message, week after week, month 
after month, year after year, that 
finally convinces the public that you 
are offering a transportation service 
that is economical, time-saving, con- 
venient and comfortable. 


Most advertising men agree that 
small newspaper ads, inserted fre- 
quently, produce more effective sales 
impact than large ads appearing less 
frequently. 

For instance, if you have $1,000 
to spend on a series of advertise- 
ments, experience seems to indicate 
that you will obtain better results 
from eight to ten smaller ads, rather 
than three large ads. 

Your cost for space will be about 
the same, either way, but your return 
per advertising dollar will be greater 
as a result of the frequency of your 
message to the public. 

Where a large newspaper ad may 
tend to dominate the page, small ads 
are normally set on top of larger 
ads, and frequently are placed along- 
side live news columns. An experi- 
enced advertising man will endeavor 
to arrange the placing of his ads so 
that they appear on live news pages 
which have greater reader interest. 


The advertising budget, once es- 
tablished, determines how many of 


_ your revenue dollars will be spent for 


advertising, when they will be spent, 

and on what kind of advertising. 
Before establishing a budget, how- 

ever, it is necessary to determine just 


‘Advertising can only achieve results in rela- 
tion to the quality of service which you render 


to the public.” 


what constitutes an advertising ex- 
penditure. 

For instance, there is no question 
that the purchase of advertising 
space in newspapers, or time spots 
on radio and TV, constitute advertis- 
ing expenditures chargeable to the 
advertising budget. 

But, how about time tables, win- 
dow displays, travel folders and oth- 
er such promotion material? 

It would seem that some intercity 
companies view some or all of these 
items as legitimate expenses charge- 
able to the advertising budget, while 
some other comp2nies classify such 
items as part of their operating termi- 
nal costs not directly chargeable to 
the advertising budget. 

To the writer, it would seem logical 
that anything and everything pertain- 
ing to the advertising of your busi- 
ness should be charged to the gen- 
eral classification of advertising, 
with a break-down within the adver- 
tising budget to show the cost of 
each kind of advertising medium. 

The question of how to determine 
what your total appropriation for ad- 
vertising should be is a tough one to 
answer. There seems to be no hard 
and fast formula for this in the in- 
tercity bus industry. 

A number of carriers set the ad- 
vertising budget appropriation in 
terms of the revenue per mile, the 
actual cost figure varying from one- 
half cent to three-quarters of a cent 
per revenue mile. 

Other carriers determine advertis- 
ing cost in terms of percentage of 
revenue. A large number of small to 
medium size carriers seem to be 
spending considerably less than one- 
quarter of one per cent of revenues 
to advertise their business. 

A small number of progressive 
carriers appropriate about one-half 
of one per cent of their revenues, 
while a few large continental car- 
riers, such as Greyhound, appropri- 
ate well over one per cent of their 
revenues. 


Whatever the method of determin- 
ing the cost, it should be axiomatic 
that a well-planned, steady and con- 
sistent advertising program can do 
an effective selling job for you... 
can create public confidence in your 
service .. . can help bring in new 
business and hold your present riding 
volume. 

If you have such a program, at rea- 
sonable cost in relation to your other 
operating costs, then you have hit the 
advertising jackpot. 

If you haven't got such a program, 
have you asked yourself why? 
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Credit Card System Introduced 
By Intercity Carrier in Canada 


JUST SHO’ UR 
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CREDIT CARD and 
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lransportat Company intercity 
bus. 
That’s 1 
the books 
the airline 
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CREDIT CARDS, serving only as an extra convenience for present riders, will be used to 


promote new riding in sales campaign STC is now developing 


moting these cards as a convenience 
for existing regular riders, they are 
making plans for the future wherein 
the cards will play a much more im- 
portant role. The company is build- 
ing up a network of express schedules 
between the principal cities of the 
province. When this service is fully 
available to the public, the credit 
card system will be utilized as a 
sales promotion tool to stimulate new 
riding. 

The promotion will be directed to 
the automobile riders. With a net- 
work of fast express schedules avail- 
able to them, they will be shown the 
advantages of leaving their cars 
home and riding the buses. 


Although overhead costs may in- 
crease, due to accounting and billing 
required under a credit card system, 
the company believes the increase 
will be a small one, and that it will be 
offset by increased passenger reve- 
nues engendered by the credit card 
system. 

Actually, General Manager Copi- 
thorne points out, since the company 
provides service over a relatively thin 
population area where light loads are 
not uncommon, extra passengers 
would not generally result in extra 
costs. 


There are 860,000 people in the 


province, spread roughly a 
quarter of a million square miles, 
which frequently results in the fact 
that buses on certain lines are run- 
ning with less than capacity loads. 

It is expected that any increased 
traffic volume which results from the 
introduction of the credit card sys- 
tem can bring about more economic 
loads without any substantial in- 
crease in operating costs. 


overt 


In its efforts to further popularize 
bus travel on its lines, STC is cur- 
rently planning other rider conven- 
iences in addition to the credit card 
system. 

One of these is the plan to provide 
patrons on its express lines with com- 
plimentary newspapers and a coffee 
service “on the house”, 

Ride promotion is receiving un- 
disguised attention on STC these 
days. As in other parts of North 
America, the vast increase in the 
number of automobiles in the past 
three years has had a heavy impact 
on STC’s operation. 

This is perhaps more true in 
Saskatchewan than elsewhere, since, 
despite the relatively low population 
in the province, the total number of 
motor vehicle registrations in the 
province is now among the highest 
in Canada. 





DeCamp Lines Builds Riding 





Famous De CAMP Traditions... 




















FRIENDLINESS... 


De Camp Bus Drivers give friendly 
assistance to their passengers as part 
of regular De Camp service. 


w York-New Jersey metropolitan area . . . with the number 
increasing every day. And with all this heavy traffic no little detail 
of friendliness or service is overlooked by De Camp drivers. Added 
to this, che great Port Autherity Bus Terminal now makes possible 
quicker and more convenient passenger service than ever before. 


De CAMP BUS LINES 


Livingston, N. J. « New York, Port Authority Terminal, 8th Ave. & 41st St. 


I) CAMP Buses carry more than 10.000 passengers daily in the 





Express Buses—Fastest Time to New York 
No Changing—Direct to New York Terminal 
LT —— 

FOR TIMETABLE INFORMATION 
New Jersey—Telephone ORange 5-8660 
New York —Telephone LOngacre 4-8484 














SERVING NEW JERSEY RESIDENTS SINCE 1870 








NEWSPAPER ADS ore designed as good will builders . . . to create and solidify a friendly 

stionship with the public . to talk about the well-known traditions of DeCamp service. 

t mail is then used for actual selling. The papers ore all weeklies, ons for each of the 
ommunities in the DeCamp operating area. 


“WE BELIEVE IN ADVERTISINGC—the 
right kind of advertising,” says 
Robert B. DeCamp, vice-president 
and general manager of DeCamp Bus 
Lines, Livingston, N.J. 

The strength of that belief is re- 
flected in the well-planned and exe- 
cuted advertising program which 
DeCamp Bus Lines has been carry- 
ing on for the past five years. It’s a 
program custom-tailored to the spe- 
cific needs of the operation, which 
is intercity short haul, to the service 
features it offers the public, and to 
the riding potentials and characteris- 
tics inherent in its operating area. 

The company operates interstate 
routes between seven communities in 
New Jersey and the Port Authority 
Terminal in New York City. These 
constitute about 80 per cent of its 
total operation, with the remainder 
made up of two intrastate routes 
in its home area. 

The fleet consists of 88 buses, rang- 
ing from 42 to 53 passenger capac- 
ity. There are 48 GM diesels, and 40 
gas powered vehicles, with about 37 
per cent of the fleet purchased in the 
past four and a half years. 


“We believe—in fact we know— 
that it pays to advertise,” DeCamp 
says. “To make sure that we get the 
kind of advertising that will do an 
effective selling job for us, we re- 
tained an experienced advertising 
agency to plan and execute our pro- 
gram, and we appropriate each year 
a sufficient sum, based on a percent- 
age of our revenues, to finance the 
program. 

“We then back up and support our 
advertising claims by making sure 
that our service is of the highest 
quality possible. 


Here's one reason DeCamp be- 
lieves in advertising. During the past 
five years, as a downward trend in 
riding has been experienced by inter- 
city carriers, both long and short 
haul, in practically every section of 
the country, DeCamp has shown 
small but steady riding increases on 
its interstate operations through each 
year up to the end of 1954, 

Bob DeCamp is convinced that 
their effective advertising programs, 


- together with the high quality of serv- 


ice offered the public, accounts for 
this increased riding. 
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“To sell transportation success- 
fully thers four requisites: 
equipment d drivers, good ter- 


exact knowledge of 


Good 


ritory 
costs.” 

That wa tatement made by the 
late Ralph DeCamp, Bob’s father, for 
publicatio the December, 1926 
issue of BI PTRANSPORTATION. 

The s nt about this 
statement! Bob DeCamp could 
make it t ind it would be as 
valid now was in 1926. Because 
Bob beli that policy, just as 
his father 

The o1 tlerence 
Bob would rt a 


An effect 


thing 


would be that 
fifth requisite: 
erlising program. 


The program currently carried out 
by DeCa: I 


pattern « n 


Lines is based on a 
d over the past five 
years 

rhe pre is 
cuted by tl 
advertisi: cy 


planned and exe- 
y, Kent & Company 
New York, and 
DeCamp riates one-half of one 
enues to finance the 
relatively high 
venues to budget for 
isiderably higher than 
tercity company adver- 


per cent 
program is a 
percentage 
advertisi 
the avera 
tising exp ire 
The ad 


to newsp 


» media are confined 
ind direct mail. The 
all weeklies located 
ities in the DeCamp 
Four of these 


newspape! 
in the ex 
operatin papers 
are used and six on a less 
frequent 

In the of 
U. S. Post 


its new pr 


1954, when the 
Department, set up 
home delivery of di- 
rect mall 
quickly t 
curate an 
lists for « 

Worki 


month, a 


ing. DeCamp move | 
of the ac- 


late mailman’s route 


idvantage 


immunity. 

community each 
i] selection was made 
of the re il areas adjacent to 
the DeCa route through that 
communit lailings averaged 7,000 
to 9.000 depending on the 
total of 
Lies have been covered 


populatio: the areas. A 
ight con 
in the cur 
The ac 
make it pos 


ery of 


umpaign. 

post office route lists 
for them to get deliv- 
essage in the specific 
areas intended. 
of those waste deliv- 
d resulting from the 


homes in pecifu 
There are 


eres of tf 


19 


Going to New York... 


SOME PEOPLE STILL DO STRANGE THINGS: 


her on 
‘Pere an‘ 


BUT... MOST PEOPLE RELY ON DeCAMP 


re. Sm 
her De 


ber home 
Traveler 


air 


re. Samy 
eolna 


'1UK@ «+, Oxpreas, 


wt Acthority Bus Tora: 


"ee you aboard ... vo 


P. ny even greater ec; 
leket » nove fa"tne pors Romy 
erve 9 


Aatho 
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ng to New York and 


you mnVenlencs 


Traveler 


hae of 
© New York * = 


Pseasant, relaxing 
Oa) at Vint 


» Purchase 4 


é rit 
own Comfort by avoiding 
5:00 to 6:00 


Traveler fou 
time table 


and boards 
Apress 


JOF* Comfortabie 


: a, © 
rave) New York 


ered he 
8 lease” by DeCamp fu 
ae 
Feet and 


*njOy vour ri 


Sine rely, 


v 
AMP os see Pres 


DeCamp 1 
a Terminal, 
the 


; 
ve. duggees 
COtmting hours of 7:00 
P.M, on the retarn trip. 


DIRECT MAIL gets down to facts, is designed to sell actual features of the DeCamp serv- 
ice. At the rate of one each month, eight communities are being covered in the current 


compaign. Mailings average 7,000 to 9,000 pieces. 


use of ordinary commercial mailing 
lists. 

However, DeCamp will have to re- 
sort to commercial lists after 
next month, since the Post Office De- 
partment has announced it will no 
longer make its route lists publicly 
available for direct mail delivery pur- 
poses. 


such 


Which of the two media used by 


DeCamp has the greater impact?" 


There is no way to provide an answer 
to that question, since each is used for 
a different purpose. 


DeCamp’s advertising 
program comes under the heading of 
“institutional” 
signed to build good will . 
ate and solidify a friendly 
ship with the public 

he direct mail usually 
follows the newspaper ad program in 
a community is designed to pro- 
duce riding . . . to sell the actual fea 
tures of the DeCamp service. 

One of the reasons for the effective. 
ness of DeCamp’s well-organized ad 
vertising program is the “follow-up.” 

Continued on next page 


newspaper 
advertising . . . de- 
. to cre- 


relation 


program 
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DeCamp Lines . continued 


(jm check 
it's ind 


ipply to 


s kept of the riding, 

operating conditions as 

each community, If a 

situation shows up in a 

munity, the cause is pin-pointed 
oT i® POSssiDie 

Depending on the results of this bit 

irket analysis,” the scl.edule 

ing the advertising program 

that community for the next few 

ight be changed. Newspaper 

will be used to bear on one type 

tuation, direct mail will be used 

other 


One significant fact has long since 
me apparent to the DeCamp man- 
ent and ite advertising agency: 
itisfactory increase in riding al- 

eriod of advertising 

iven area, Converse- 
rtising promotion is 
other areas dur- 
riod, the riding re- 


lollows a | 
mina 
here no adve 
f irried 
that 


out in 
sarhe }* 
the same 
in important even though subsidi- 
element in the DeCamp advertis- 
essage is the appeal to the pub- 
to make greater use of buses dur- 
the off-peak periods. This appeal, 
the most part, is directed to the 
tall ide in the home, In their 
off-peak hours are 
In direct mail, timetables 
included so that people 
earn what the schedules are dur- 
the off peak hours. 
The tone of the DeCamp advertis- 
program is of a definite “quality 
eal,”’ due to the fact that the com- 
in the better resi- 


paper icles the 
ntihed 
ilways 


nities served are 
dential class 
While the advertising program is 
ne of the important elements in 
ridership, it’s by no 
only one. There are many 
factors which account for the 
of the operation, and... 


building up 
ins the 


tive ; 


DeCamp Bus Lines is a successful 
you look at it. 
ibly one good reason for 

is that the company is com- 

ete family owned and operated. 
Present management, which repre- 
the fourth generation of De- 

{ p ownership of Bob 
ind his brother Stuart, each 

rying the title of vice president, 

th Bob is sort of untitled 


eral manager 


ition any way 


very 


consists 
Dela np 


serving 


Their mother, Mrs: E. C. DeCamp, 
w of the late Ralph DeCamp, 
arries the title of president, but 

of being a “bus- 
She seldom even puts foot on 

the property, leaving all operating 
management to the capable hands of 


her two sons 


ikes nO pretense 


That four-generation tradition is 
an interesting one. Way back in 1870 
the DeCamp Stage Lines was founded 
by the great-grandfather of Bob and 
Stuart DeCamp. 

He etal with a single horse- 
drawn stage that plied between New- 
ark and Morristown, a distance of 
22 miles, 

By the time 1926 rolled around, 
the operation had passed down to the 
third generation, represented by 
Ralph mp, father of the present 
managers. Under Ralph's manage- 
ment, the company became an all- 
bus operation, with 16 vehicles, and 
the company name was changed to 
DeCamp Bus Lines. A second route 
was added, Newark to Caldwell, 
about 21 miles. 

Down through the remaining years 
the company continued to expand, 
establishing new routes between a 
number of communities in the Jer- 
sey metropolitan area. Meanwhile, 
Bob and Stuart DeCamp were grow- 
ing up in the business, and when 
their father died a few years back, 


they were ready to take over. 


One important aspect of the De- 


Camp advertising-promotion program 
is the way in which it has been used 
to help build up a profitable charter 
business from scratch in just two 
years time, 

Up to the end of 1952, the DeCamp 
management did not concern itself 
with charter operation or any other 
type of off-line service. 

However, when net income began 
to show signs of sagging at that time, 
they decided to try out the charter 
ideas as one means of holding rev- 
enue levels. 


They assigned only the best equip- 
ment to charter jobs, driven by their 
best and most courteous drivers. They 


began to promote their charter serv- 
ice to the hilt. 

Two trained salesmen were taken 
on full-time to develop this business. 

In December, 1953, marking the 
end of the first full year of charter 
operation, definite progress could be 
noted. The salesmen had developed 
an effective system of uncovering 
good leads, and preliminary solicita- 
tion techniques and final sales pres- 
entations began to produce a maxi- 
mum number of sales. 

Total revenues were still not im- 
pressive, but the picture was bright 
enough to indicate to the DeCamp 


* brothers that they were on the right 


track, 
They were! The second year told 
the story, By the end of December, 


1954, a gross of $160,000 in charter 
business had been chalked up for the 


year. 


The significant fact about the char- 
ter business which DeCamp has built 
up in just two years time, is that it 
was obtained in an area where the 
competition for charter jobs is ex- 
tremely close—almost “cut-throat” in 
its intensity. 

But despite the fact that DeCamp’s 
charter rates are higher than any oth- 
er operator in the area, the company 
has seldom lost out on a job simply 
because of a price differential in favor 
of the other fellow. 

The courtesy and efficiency of the 
DeCamp salesman in presenting his 
product .. . the high caliber of the 
driver . . . the quality of the charter 
equipment . . . the reputation behind 
the DeCamp name .. . all these com- 
bine to convince most charter pros- 
pects that they are getting their 
money's worth when they buy De- 
Camp charter service, even though 
it costs a few pennies more. 


DeCamp Bus Lines has built up an 
enviable reputation. It is pretty gen- 
erally known in its Jersey area as 
a “quality” operation. 

Its familiar blue and yellow buses 
are always in spick and span condi- 
tion. Its frequency of service, cover- 
ing both its morning and late after- 
noon commuters schedules to and 
from New York and its mid-day off- 
peak schedules, is one of its strong 
selling points. 

The drivers, as a group, represent 
probably the finest type of employe 
to be found on any bus operation in 
the country. They are extremely 
courteous, considerate and business- 
like in their dealings with the public. 

DeCamp doesn’t get and hold this 
high type of driver by accident. Care- 
ful screening of applicants uncovers 
the type they want, and the wide- 
spread knowledge of their high pay 
scale assures that the best in the field 
will apply. 

Top driver rate is $2.02, the high- 
est in its operating area and one of 
the highest in the country. Starting 
in May, this rate goes to $2.05. 

DeCamp drivers are organized, but 
labor relations are maintained on a 
high plane as a result of progressive 
management attitudes and exception- 
ally good union leadership, 

With all these operating features 
working in its favor, it’s no wonder 
that the DeCamp management be- 
lieves that it has something worth 
advertising. 
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How's Your Sales and Service 1.Q. ? 


rcity sales manager. 
Maybe not that exact title, but 
that is you: tion, selling intercity 
riding to the lic, 

You have hing to do with your 
company s program. 
But... ha ver oceurred to you 
that your tenance department 


You are ar 


ntenance 


uses a valuable “tool”, a program of 
preventive maintenance, which you 
might profitably adapt to your sales 
jeb in principle? 

Under this program your main- 
tenance department conducts peri- 
odic inspections to check the condi- 
tion of vehicles. They don't wait for 


a breakdown to smack them between 
the eyes. 

Why not apply that idea to your 
sales job? You are selling a service. 
When was the last time you checked 
that service to see if it actually 
matches the claims you make for it 
in your sales promotion campaigns? 








Why not put yourself to this test at periodic intervals? 





1. When was the last time you checked to see if 
departures are on schedule? 


Most fre 
that load 
gun unt 
parture 
five to 


ent complaint of riders on this score is 
of passengers and baggage is not be- 
ist a few minutes before scheduled de- 
By the time everything is loaded it is 
ninutes past the departure time. 


2. When was the last time you checked to see if 
drivers were dallying at rest stops beyond the 
allotted time? 


Such p 


To mar ip 


e piles up “lateness” all along the way. 
time, the driver must exceed safe 
ed, which frightens many passengers, or 

ite at final destination, which annoys 


all passe ers 


drivin 


else art 


3. When was the last time you checked to see if 
your vehicles, terminals and rest stops were kept 
in clean and attractive condition? 


Indiffer 
tainly 

There a: 
buses Sil 


of clear 


to this phase of your operation cer- 
conducive to effective sales results. 
uny people who refuse to ride intercity 
y because they are offended by the lack 
ss in some bus facilities. 


4. When was the last time you checked on the 
courtesy of your employees, particularly your 
sales people, information service personnel, and 
drivers? 


If these »ple are not meeting the public with a 


courteous and friendly attitude, much of your sales 
effort is being cancelled out, and your whole sales 
program rests on a weak foundation, 


5. When was the last time you checked to see if 
all written complaints from the public were an- 
swered promptly, informatively, and courteously? 


Many such complaints are ill-founded, based on 
erroneous information, or are due to a lack of 
understanding of bus company operation. A prompt 
and courteous reply, containing correct informa- 
tion, very frequently brings the complainant back 
on your team again. 


6. When was the last time you checked to see if 
your terminals and agencies were kept supplied 
with your timetables, travel folders, and other 
sales material? 


These constitute some of your most effective sales 
tools, Without them you cannot expect your sales 
people and commission agents to do much of a 
selling job for you. 


7. When was the last time you rode one or more 
of your buses to check on all phases of your serv- 
ice to the public? 


Your sales program will bear results in direct 
yroportion to the quality of the service which is 
ores offered the public. Good service won't neces- 
sarily sell itself but it certainly makes it possible for 
you to do a more effective selling job. Poor service, 
on the other hand, won't sell for a hill of beans, no 
matter how much sales effort you put into the job. 

















AIR CONDITIONING UNIT, by Tropic-Aire-Carrier, is housed 
in a seporate compartment, Power for the air conditiening unit is 
supplied by a separate diesel powerplant. Baggage compartments, 
with 300 cu. ft. of space, are accessible from either side. 








wie 


LAVATORY FACILITIES are modern, compact and efficient. FULL RECLINER TYPE SEATS on both decks have built in ash 
y facilities, as well as snack bar, are optional, and deter- trays on arms and magazine pockets on seat backs. Luminator 
at ca ty of the new 40-foot long two-level coach. fixtures provide individual lighting for each passenger. 
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BECK AIRGLIDE |155 series of deck-and-a-half intercity coaches 


features. Seat capacity of the new coach runs from 39 to 45, 
are 40 feet lon 


with toilet and snack bar available as optional depending on installation of one or more of these features, 


Beck Brings Out 1955 Series 
Of Two-Level Coaches 


PROVIDING § {ORE IMPETUS toward the swing to 
two-level luxu tercity coaches, C. D. Beck & Com- 
pany now h he first of its 1955 series of Airglide 
deck-and-a-half vehicles in production at its Sydney, 
Ohio, plant 

Forty feet the new buses have a seating capacity 
from 39 to 4 issengers, depending on inclusion of 
optional equ t. With both toilet and snack bar, 
capacity car ther 39 or 41 passengers. With only 
toilet faciliti: seats are provided. With neither 
toilet nor snach r, there are 45 seats. 


The first Beck two-level luxury coach, 35 feet long, 
was built in and put into service by Queen City 
Trailways, Cl tte, N. C. This unit has more than 
half a millior s of operation to its credit. 

Two of the vest Airglide deck-and-a-half units are 
being produce r Queen City and slated for delivery 
in April. Cia lransporte, LaRanchuelera, Havana, 
has taken del if three of these units, and Coopera- 
tiva Omnibus dos, Havana, has a number on order. 

The Airglid k-and-a-half is equipped with deluxe 
reclining seats built-in ash trays in each arm. Swivel 
recliners and d tables are optional. Windows are 
Edwards extru iluminum sash with sunshade Solex 
glass in all windows and plain Selex in upper 
and lower windshields, 

Air conditi by Tropic-Aire-Carrier employs an 
individual diesel powerplant. Illumination is by Lumi- 
nator with individual lighting for each passenger. 

Over 300 cu feet of baggage space is provided in 


Bus lp 955 
' a ipra, 195: 


underfloor compartments, accessible from either side 
of the coach. 


Body structure of the new coach is integral welded 
tubular construction with full length frame understruc- 
ture, Exterior panels are a combination of fluted ano- 
dized aluminum and plain aluminum paneling. Southco 
drive type rivets are used to facilitate removal of ex- 
terior panels when necessary without disturbing interior 
of the coach. 

The engine, mounted in the rear of the coach, is a 
Cummins model NHRBS diesel of 300 hp which de- 
velops 800 ft. lb. of torque. Clutch is a Lipe Rollway 
17-inch unit with air assist, Transmission is Spicer with 
helical cut gears. Axles are Timken, the front axle being 
a model FE900, and the rear an R100 with a specially 
designed tandem axle. 


The springs are Beck Airglide suspension front and 
rear. Shock absorbers are Gabriel Cledraulic front, rear 
and tandem, 

Ross power steering gear is standard equipment on 
the new coach. Air brakes are Bendix-Westinghouse 12 
cubic foot Tu-Flo 500 compressor. Front brakes are 
161% by 4 in., while the rear brakes are 16 by 7 in. 
Tandem brakes are 164% by 54. 


General specifications: 
Length—40 ft. 
Height—1291 in. 
Wheelbase—256 in. 


Aisle width—-16 in. 
Headroom—76 in. 
Seat capacity—-41, 43, 45 


45 





Howladoits 


«Meet Our Guest Editor 


FREQUENTLY appearing on our How- 
JADOIT pages are the ideas of the 
gentleman shown in the photo at the 
left. He is Henry Menegus, foreman 
in Greyhound’s New York shop. 

He has proved to be a gold mine 
of mechanical information, so this 
month we have put together an all 
Menegus HowJapoirt section. 

Menegus started his career with 
Greyhound 14 years ago in its Bel- 
videre, N. J., shop. His first HowJa- 


DOIT contribution came at the same 
time. He was later transferred to 
Long Island City, N. Y., where he was 
relief foreman. Now he is in the NYC 
shop, and a short while ago was made 
day foreman. 

Venegus lives in Passaic, N. J., 
is married and has a three-year-old 
daughter, His hobbies, when he’s not 
dreaming up HowJapoits, are wood- 
working and listening to the music 
of Paul La Valle. 
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Odds and ends go to make up this... 


Oxy-acetylene Igniter 


\ UNIT THAT PROVES DIFFERENT and 


helpful is this semi-automatic “pilot 
light” for welders, put together with 
1 minimum of materials and expense, 

Materials for the igniter include: 
ne house plug, one transformer of 
the door bell type, one spark plug, 
ne coil of the type used on model 
r”’ cars, a “T” hinge six inches 
long with a washer welded to the end. 
1 switch and a metal box. 

\ wooden box can also be used 


but, as a fire precaution, the top 


should be covered with metal. The 
box will also have to have a lid so 
that the work can be done inside. 

First, the hinge is fastened to the 
box over the switch as shown in the 
sketch. At the washer end of the 
hinge, drill a hole and place the spark 
plug with the electrodes facing out- 
side. The electrodes should in 
the center of the washer. 

In the side of the box drill another 
hole for the wire that will go to the 
wall outlet. Then fasten the vibrator 


coil in the box where shown above. 
Once all the components are in 
lace, you begin to wire the unit up. 
First take the house current wire and 
fasten them to the six-volt transform- 
er as shown. On the other side of 
the transformer you take one wire to 
the switch and the other to the coil. 
The wire on the other side of the 
switch is soldered to the side of the 
spark plug and continued to the other 
terminal of the coil. The remaining 
coil wire goes to the spark plug ter- 
minal. This completes the job. 
When the welder is ready to light 
his torch, he simply regulates his 
valves, presses the washer with the 
torch tip and the torch is ready. 


TeANSPOIAMION 
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Brake Dial Ends Relining Guesses 


THERE EX! 
coat hes a ct 
operator m¢ 
failure, whicl 
will as well 
Simply if 
be no way 
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The regui 
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then 
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you 
the cams 
This practi 
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accurate and 
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lo install 
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and nuts. 
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nuts 
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tion that can cost an 


road 
eans a loss of good 


rr can cause 
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this. There seems to 


hich to check prop- 


ikes to see if they are 


inings. 

ethod of checking 

he brake cam has 
reaches the point 
tick and burn—is 
only way you can 
ra hes is by climb- 
ential housing and 
h for a peek, Even 
get a rough idea, 
et a good look at 

also dangerous—a 

slip off his 

h unlikely, the air 

eak out of the sus- 


asily 


tool that’s simple 
isy to install. Once 
it is extremely 
not need re-setting. 
made out of \%- 
heet, cut out and 
The holes are 
bolts that presently 
um bearings. 
dial, simply remove 
the cam, place the 
| the lock washers 


ade of Yg-inch by 


ipru 1955 


one-inch band iron, and is cut out 
and bent as shown. To install the 
pointer you must spread the opening, 
force it over the cam and slide it up 
against the cam bearing. Be sure 
when installing it that the pointer is 
on the other side of the dint plate. 

With the cam set in the position 
shown, set the pointer to the “New 
Lining” mark. Tighten the pointer 
and as a precaution double nut the 
bolt. This completes the installation. 


Whenever the bus is checked from 
then on, you can tell just how much 
lining you have left on the shoes. 
As the brakes are adjusted the dial 
pointer will move toward the “Re- 
line” side. At this point the cam is 
to its highest point and the brakes 
should be relined. 

This will give you the most wear 
from your linings and will also pre- 
vent trying to get too much—which 
may cause the brake to lock up. 


Small Compressor 
Moves to the Job 


FOR SMALL PAINT checking 
tires or for any other chore that calls 
for air in those unhandy spots in 
the shop or yard here is a portable 
compressor which can be pulled 
around wherever needed. 

Total cost of the small compressor 
was $25. To begin the project a tank 
was obtained; the one shown in the 
photo is a propane gas tank about 
two feet long and 18 inches in cir- 
cumference. A framework of band 
iron was fabricated to hold four 
casters on the underside and a plat- 
form on the upper side of the tank. 

Two of the casters are equipped 


JOBS, 


Continued on page 113 
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What's New 


New Type Oilprint Analysis... 


... for immediate evaluation of used lubricating oils 
has recently been developed. Called the “Shell ADC 
Oilprint Analysis”, the series of chromatic spot tests 
is said to be the first such perfected. 

To perform the test, a technician puts two drops 
of oil from an engine’s crankcase on a sheet of filter 
paper and adds a drop of color solution to one of the 
resulting patterns. Within minutes, the spread of each 
drop is ready for analysis. If negative in any aspect, 
the test may indicate need for an oil change. 

Although the prime function of the ADC Oilprint 
Analysis service is to ascertain proper oil-change in- 
tervals for individual engines, the tests have cut the 
costs of engine maintenance by disclosing mechanical 
defects before they cause engine failure. The com- 
pany emphasizes that the analysis should be conduct- 
ed by trained personnel. Shell Oil Company, 50 West 
50th Street, New York 20, N. Y, 


New Self-Expanding Oil Ring... 


. which combines the spring and spacer in one 
piece, has been introduced. Known as the “98” oil 
ring, it was designed to provide even distribution of 
pressure throughout its entire circumference. 

The new self-expanding ring has 110 individual 
springs (31% in diameter) exerting side and radial 
pressure against chrome plated rails to effectively 
seal the sides as well as the face of the ring. Its 
flexibility is said to assure uniform contact in irregu- 
lar cylinders and is equally effective in conventional 
and bottomless piston grooves. 

li, Maximum oil drainage is provided by the “98” and 
“he ce the constant movement of each individual spring 
a Seuerr retards the accumulation of carbon. The protection 

, of solid chrome on the face of the steel rails provides 

maximum life. For additional information on the 

new self-expanding oil ring write to the Perfect Circle 

Corporation, Attn: Floyd C. Lacy, Hagerstown, Ind. 


New Oil Dilution Warning Meter... 


which registers changes in oil viscosity and 
which, it is claimed, does not respond to normal 
thickening and thinning of oil because of tempera- 
ture has been announced. The indicating hand on 
the meter shows only true and permanent changes. 

Designed to provide a visual check, thus guarding 
against rapid wear of rings, bore, gears and other 
parts caused by too thin or too volatile an oil film, 
the Engine Wear Meter can indicate water or anti- 
freeze leakage, dead filters, wrong grade oil, etc. 

Accuracy within one per cent is claimed for the 
meter and therefore it should not fluctuate, 

Installed in 30 minutes, the meter can be removed 
from a worn out engine and transferred to a replace- 
ment unit. Construction is sturdy, and the meter will 
withstand vibration and shock, as on bus, track and 
locomotive engines. For further information a free 
booklet is available from The Gerin Corp., Avon, N. J. 

Continued on page 109 
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Industry In Review 


Cleveland Takes the Wraps off its Rapid 


® |t does eight miles in 18 minutes. No wonder 


they say, “Go. 


System has un- 
the private auto 
rapid transit system 

if beating the auto 
and 


e Cleveland | if 
veiled its an to 
. a high spe 
that gives pri 
at its 
speed. 
The $30-: 
last 
and ceremon 


own convenience 
Rapid came alive 
urst of civic pride 
t had the entire « ity 
in a happy wu ir for 
week. 
Running ea 
for eight mile 
of the downt 
suburban Fast 


month 
more than a 
from Public Square 
t connects the heart 

shopping area with 
Cleveland and 

better time 
commuter or 
er hope to make 
through — th ty’s traffic - glutted 
streets. 

Coming ni in August of this 
is the op g of the West Side 
Rapid line. When that’s rolling, it 
will be the first time in history that 
East and We leveland have been 
effectively ui 


does it in | inutes 


than even a t-rod 


shopper couk 


year 


with running 
time clear act the Rapid system a 


low 31 minut 


CTS did its usual bang-up promo- 
tion job on t pening of the high- 
speed service. Just about every radio 
and TV stati town moved broad- 
casting equip nto Union Termi- 
nal for a soli days of entertain- 
ment right in the main 
terminal lob! 
Merchants Ks, 


all got into the act 


original 


industries 
Huge billboards 
and window lays all over Cleve- 


land sang the Rapid’s praises. And 
one mere hant 
the enti 


building with 


t to be outdone, cov- 
ered corner of his 
mammoth blue and 
gold sign reading “Go ...Go.. 


(,0 - ( rs Rapid 


It was ar 


iront 


Transit.” 
fectious feeling of 
tement that filled the 
the day of the Rapid 
hed. And it paid off 
as Cleveland by the thousands 
turned out in dreary rain for 


gaiety and « 
air as March 
opening, app! 


gray 


1S ‘ 
rican 5. pri ly 


.Go...Go... CTS Rapid Transit” 


open-air ceremonies at Windermere 
Station. Thousands more who couldn't 
make it—many of them women with 
babies in their arms—lined the tracks 
to cheer the first trainload of officials 
and invited guests on its way. 


The Rapid appears to justify aii 
the excitement, From Public Square 
station in Union Terminal to Winder- 
mere Station in East Cleveland, sleek 
blue and silver cars glide along weld- 
ed rails in a smooth, comfortable 
ride .. . and at a free-running speed 
of 47 miles an hour. Cars will run 
every five minutes from early morn- 
ing to late evening, when schedules 
will be cut down, and eliminated al- 
together between one and five a.m. 

There are six stations between 
Union Terminal and Windermere, all 
of them modern in design and ap- 
pearance .. . each with a distinctive 
color scheme for easy identification 
by passengers. 

The cars themselves are of the 
“high-platform” type, so that car 
floors are at the same level as station 
platforms. Fifty-six of the 68 cars 
are semi-permanently coupled to op- 
erate in two-car units with a motor- 
man’s cab at each end, The 12 single 
cars, which run in off-peak hours, 
also have a cab at each end. 

Each car is 48 and a half feet long 
and ten feet wide, with extremely 
roomy aisle space and comfortable 
seating for 55 passengers, who will 
enjoy the luxury of foam rubber 
cushion seats with arm rests, fluores- 
cent lighting, and large panorama 
windows of glare-resistant glass. 


The entire surface network of 
buses and trolley coaches has been 
revamped to serve the Rapid. Many 
of the existing lines already did so.. . 
but where they didn’t, new feeder 
routes were established. 

All of the stations served by these 
routes have sheltered canopies where 
surface vehicles discharge Rapid pas- 


sengers. And the outer terminal, Win- 
dermere, boasts an escalator, a bak- 
ery, a snack bar, a 480-car parking 
lot and public rest rooms for the con- 
venience of Rapid riders. Costing al- 
most $1,800,000, Windermere also 
contains the shops where the cars 
will be serviced and repaired. 


Fare on the Rapid is 20 cents for 
adults, 13 cents for children. If you 
transfer from a local bus you pay 
your regular bus fare of 15 cents, 
plus five cents on the Rapid. If the 
20-cent express fare was paid on the 
bus, your transfer is full fare on the 
Rapid. 

In general terms, the Rapid plus 
one bus costs 20 cents . . . the Rapid 
plus two buses costs 23 cents, 


Will Clevelanders ride it in num- 
bers large enough to make it pay 
off? That's the big question which 
only they can answer. 

CTS General Manager Donald C. 
Hyde figures the Rapid should carry 
32,400,000 passengers yearly. That's 
how many are needed to make it a 
financial success . . . and enable it to 
pay back the $30,000,000 RFC loan 
granted in 1951 for construction of 
the system. 

During opening day ceremonies 
a host of dignitaries, including Ohio 
Gov. Frank Lausche, Cleveland Mayor 
Anthony Celebrezze and CTS Board 
Chairman Michael Lucak stressed the 
fact that the Rapid belongs to the 
people of Cleveland . . . and that only 
they can make it a success by their 
patronage. 

But in the final tally patronage will 
depend on the Rapid itself—on the 
speed, convenience and economy it 
offers to the people of Cleveland. 

CTS officials feel certain that their 
new high-speed baby will offer those 
advantages with plenty to spare . 
but they hesitate to make too many 
rosy predictions until definite riding 
patterns have been established. 

To interested observers, however, 
this much seemed certain. The open- 
ing of the Rapid Transit could well 
be a historical milestone not only for 
Cleveland, but for the entire mass 
transportation industry. 
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Pratt Named PTC Head as NCL Enters Philly 


itt, under whose 
ore Transit Co. 
most difficult 

the black for 17 
has brought his bag 


Philadelphia Trans- 


president of Balti- 

ind a director of Na- 

Lines, replaces Charles F. 

» served for 35 years. at the 

f PTC. Ebert retired at half 

hift heralding the entrance 

‘ational City onto the Philly scene 

tends also to PTC's board of direc- 

Five NCL men have been named 

lidates for month’s annual 

eight-man slate will 

itinuing in executive 

ities, although off the board, are 

l veon cutive VP, and R. H. 
peratio VP 

‘ han 

Daniel 


ear was 


this 
when al 


ted in. Co 


C)ther were not long in 
Black, with PTC for 
elected auditor to suc- 
etiring H. Ralph Ottey. Assist- 


iditor Edward J. Smith was 


named general manager of the ac- 
counting department, with Jackson B. 
Rhodes as assistant general manager. 

George H. Smith was appointed 
general superintendent of the plant 
department, in which other changes 
included naming of John Crelis as 
superintendent of buildings; J. Wil- 
bur Boorse ae superintendent of 
power; W. Harry Yocum as superin- 
tendent of track; Richard Wolf as 
chief draftsman and George Heinle 
as office manager. 

Several miles south, Dale W. Bar- 
ratt, former NCL regional manager 
at Salt Lake City, moved in fast to 
fill the gap left by Pratt. Immediately 
he was named executive vice presi- 
dent and a few days later became 
president of Baltimore Transit. 

Before the shift, PTC had already 
started to make noticeable gains on 
the financial front. Last year it netted 
$1,703,173 after full income interest 
on its consolidated mortgage bonds. 
PTC had also contracted to purchase 
300 new diesel buses from General 
Motors. 


Bus Firm Picks up Elmira Lines 


r-Penfield Bus Co. has 


of routes 
Elmira Motor 
discontinued serv- 
cause of financial 


operation 
usiy run b the 
Lo. whicl 


wt month be 


i bic 


rranted 


State Service Commis- 
Ror hester-Penfield a 
orary certificate of public con- 
ce and necessity, and an- 
that should the new com- 
wish t ontinue service after 


inced 


August 24—the date the temporary 
certificate expires—it will have to file 
for a permanent certificate. 

Earlier, a bid by employes of El- 
mira Motor Coach to buy out the 
company and continue to operate it 
failed. Drivers, some of whom were 
willing to mortgage their homes to 
raise money, just couldn't come up 
with the $15,000 needed to buy 17 
buses and garage and office equip- 
ment, 


Whatever financial strides PTC did 
make last year, it seems doubtful it 
can continue to make without an in- 
crease in fares. The reason: a recent 
wage increase granted 9000 PTC em- 
ployes has put a $1,230,000 dent in 
finances. 

But here the Pennsylvania Public 
Utilities Commission stepped in. Al- 
though Philadelphia’s mayor said the 
city could not justifiably attempt to 
block PTC's request, the 
PUC suspended the boost until Sep- 
tember |. 

PTC had sought a $1,310,000 an- 
nual rate increase, but the PUC or- 
dered an investigation and ‘public 
hearings to determine whether the 
increase is justified. 

It was proposed by PTC that cut- 
rate strip tickets be dropped and that 
a one-cent charge for second trans- 
fers be initiated. No change in the 
basic fare was proposed. 


increase 


Car Owner Boosts Transit 


e Car owners are seldom bus boost- 
ers, but when they are you can bank 
on a bus company making the most 
of it. And such was the case at Large, 
Pa., where the Noble J. Dick Lines 
picked up a letter to the editor of a 
local paper and, with the writer’s 
permission, used it in a large adver- 
tisement. 

In it, a car owner who rides the 
buses plugs for the continuation of 
service and argues against car owners 
picking up prospective bus riders. 
The letter, good public relations in 
itself, states that you can’t run a bus 
company on “hot air,” a sentiment 
shared by the line. The letter’s effec- 
tiveness has not yet been measured 
by the bus company. 
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SIGNING PURCHASE CONTRACT: L. to r., C. H. Salley, Jr., Fordham consultant; Abra- 
ham Rukin, FTS president; George T. Carmichael, New Haven R.R. senior vice president, 
and Robert Peet, New Haven assistant general counsel. 


Fordham Buys Railroad Bus Line 


e Fordham Transit Co. (N.Y.) will 
purchase County Transportation Co, 
of Port Chester, it announced 
recently by Abraham Rukin, presi- 
dent of Fordham. Forty-bus County 
is owned by the New Haven R.R. 
Fordham, introduced Air 
Ride buses into Westchester County 
last year, will place an additional 
number of these expected 
this spring—-on the new route it in- 
tends to form by combining existing 
Fordham and County main lines be- 
tween the New York City subway 
system and Stamford, Conn. The new 
buses will also have reclining seats. 
By emphasizing reliable and de- 
pendable schedules, Fordham hopes 
to build an integrated service in the 


was 


which 


vehicles 


Court Finds Lessor Guiltless 


e Bus companies leasing equipment 
can take heart in a recent decision 
of the New York State Supreme Court 
which held that a lessee is responsible 
for the operation of a leased vehicle 
even if the driver is supplied by the 
lessor. 

According to the judgment—which 
was upheld by the Appellate Divi- 
sion of the Court—lInter-city Trans- 
portation Co. (N.J.) transferred its 
responsibility to New York Bus 
Tours when the latter leased a bus. 
Both were named in a damage suit. 


growing area, It is hoped by FTC 
officials that the new service will re- 
lieve traffic congestion in the various 
towns it will serve, particularly at 
railroad stations. 

Plans of the new service call for 
a seat for every which 
means in practice that 95 per cent of 
the trips will be without 
standees, 

Fordham presently furnishes di- 
rect local and express service between 
New York City number of 
Westchester communities. County 
Transportation traces its history to 
the horse trolley days . . . earlier re- 
placed the trolley operations of the 
New York and Stamford Railway 
Co. with its own bus operation. 


‘ “nye 
passenger 


made 


and a 


Continental Consolidates 


e Consolidation of the traffic depart- 
ments of Continental Bus System and 
Continental Dixie Lines and the crea- 
tion of a general sales department 
were recently announced by T, S. 
Reece, vice president and general 
manager of Continental Bus System. 

L. G. Simon, who had been traffic 
manager for Continental Bus System, 
has been made general sales manager 
for the combined companies, while 
L. B. Strayhorn, until now general 
traffic manager for Dixie, 
general trafly 


bee omes 


manager for both. 
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Consolidated Joins Trailways 


¢ Consolidated Bus Lines, Inc., of Bluefield, W. Va., 
ined the ranks of the National Trailways Bus 


dated, which is presently participating in 
through service routes with other Trailways 
operat 100 buses over some 1,295 miles of 
Ly 
11 approval of Consolidated as a member com- 
» given at a meeting of the Trailways board of 
rs in January after the Traffic and Advertising 
ttee of Trailways had passed on the application. 
member hip in the Trailways family was made 
active to Dec, 15 of last year. 


ident ‘of the newest Trailways system member is 
(ratt 


B-W Awarded $50,000 in Suit 


e Kendix-Westinghouse Automotive Air Brake Co, has 
ee by a "hide rment of $50,000 against Brakes, 
| Lawrence H. Johnson, Long Island City, N.Y., 
eltlement of its suit charging counterfeiting of parts 
trade-mark infringement. 

ction and others followed investigations which 
ed the existence of counterfeit repair units and 
r B-W air brake systems, including diaphragms, 
or parts, governors, safety valves, etc. All car- 

-W trademarks or marks simulating them. 
ikes and Johnson were enjoined last September 
velling counterfeit parts and had to notify their 

ers that selling the parts was an infringement. 

nanent injunctions have also been granted against 
Angeles firm and two Chicago outfits, A tem rary 
n has been issued against a Newark, N., J. firm. 


Dallas Fetes Its Drivers 


of Delles Reilway and Terminal Co.'s §18-award-winning 
are rewarded by DR&T vice-president, George |. Plummer, 
Operator Henry Suggs, who shared top honors with Clerence 
standing, receives a gold watch from Plummer. The woman 
Mrs. Wyona Mae Howorth, who won the Dallas Citizens Traffic 
nission awerd, on easy choir on which she is seated. 





Industry Briefs 


Capital Transit Co. (1D.C.) has dropped from 
its preliminary proxy statement a proposal low- 
ering par value of its capital stock. 

Purpose of the plan—which was okayed by 
the District PUC—was to make up a deprecia- 
tion reserve deficiency. But the SEC said the 
charge should be against earned, not capital, 
surplus .. . said it was not sound accounting 
practice, 


Another CTC, this time Columbus Transit Co. 
(Ohio), gave a flat no to city fathers’ request 
that planned service cuts be postponed for at 
least 60 days. 

Describing CTC’s poor revenue picture, Oscar 
R. Hott, president, said delay might mean fare 
adjustment . . . could affect job security of its 
800 employes. 


Visitors from abroad can hop right aboard 
Greyhound buses to reach their destinations or 
to take pre-planned tours, according to contracts 
worked out between Greyhound and Pan Ameri- 
can and Braniff Airways. Air line riders can pur- 
chase both tickets at the same time... go 
straight from plane to bus on arrival in the 
United States. 


Push-out type escape windows will become 
standard equipment this year in New York 
State, where the PSC will require them on inter- 
city buses manufactured after July | and school 
buses built after September 1. Transit and 
suburban buses may have the escape windows, 
but it’s not necessary. 


Revolutionary transit service has been prom- 
ised Detroit's riding public. Long-range plans 

now in their initial stages—call for newer, 
faster, cleaner vehicles, greater use by buses of 
the city’s expressways, expansion of DSR’s High- 
land Park terminal, conversion from trolleys to 
buses on several lines and a reshuffling of serv- 
ice. The object of all this: The winning back of 
millions of riders lost by DSR in the past nine 
years, 


Opened with a flourish early last month was 
Metropolitan Coach Lines’ new $350,000 bus 
terminal at El Monte, Cal. The latest in buses and 
the most modern service equipment was put on 
public display, while ceremonies, including an 
open house, marked the official opening. 


Every bus company official knows how pa- 


rades tie up traffic and disrupt schedules. So 


when Dallas Railway and Terminal Co. showed 
off its 30 new buses, it did so in record time— 
12 minutes. Hardly a minute was lost as the 
public got a quick look at $600,000 worth of new 
equipment, 
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rease present five- 
cent childre ire to seven and a 
half or ten 
State lay ent 


sidizing c 


city from sub- 


Neibauver Bus Co., Pa. ¢ Requested 
PU¢ 


three zone { 


to app! igher one, two and 


lower five and 
six zone tare 

Would in single 
from 15 to nts, 
) to 30 « ind 


one cent ti to 


ride 
two zone from 
three 


zone 


zone up 
46 cents 


Public Service Co-ordinated 
Transport, N. J. « Still seeks perma- 
nent two-c ost in basic zone 
12 cents in first 


per zone in each 


fares—tro 
zone and five ts 
succeeding 
asked by PS 


rt granted, 


Tempo i ase 
for interin 
Present ten cents for first 


zone, five cé each succeeding 
Zone 


ontinued on page 114 


Indianapolis Drivers 
Wont Press for Hike 


e Indianapolis Transit System, vic- 
tim of a six-week strike last year, was 
the receiver of some good news last 
month when the union with which it 
has a contract notified the company 
it would not press for wage increases. 

The contract expires April 30 but 
contains a clause requiring a 60-day 
advance notice if changes are desired. 
The union chose to renew the present 
contract, recognizing that the com- 
pany wasn’t in the best condition. 

But if Indianapolis Transit officials 
were gratified with renewal, the man- 
agement of Elyria Transit Co. (Ohio) 
was even more happy with a new 
contract. Union and management 
teamed up to save the struggling 
system, accepting wage cuts. Some 45 
employes asked for a 10-cent hourly 
wage decrease to match the 20 per 
cent salary slash of General Manager 
Willard Roberts. 

The company expects to save about 
$2,000 monthly will buy new 
equipment with the money. 


NET Club Holds Spring Meeting 


e The New England Transit Club 
held its Spring meeting on March 3 
at the Statler Hotel, Boston. Approxi- 
mately 200 were in attendance, with 
Leland L. Waters presiding. 
Featured speaker was Philip Love- 


joy, former general 
Rotary International. 

Presentation of the Lichtenfeld 
Memorial Safety Awards was made 
to Interstate Passenger Service, Inc., 
Rochester, N.H. The award was ac- 
cepted by Lee D. Whitney, general 
manager of the company 

Honorary life membership in the 
Club was presented to Howard D. 
Whitney, former general manager of 
Worcester Street Railway. Life mem- 
berships were also voted to M. H. 
Cullen, formerly of MTA, and C, N. 
Wood, of Charles N. Wood Co. Both 


are 40-year members. 


secretary of 


Employes Become Managers 


e Employes took over the role of 
management on two properties last 
month. 

In Washington, D.C., a group of 
employes made a substantial ithe 
payment on the preferred and com- 
mon stock of the WMA Transit Co. 
The balance is to be paid in four 
years through a payroll deduction 
plan. 

WMA has suffered losses of over 
$100,000 for the past two years, but 
employes will press an economy drive. 
No immediate changes in schedules 
are contemplated. 

At the same time WMA became a 
“co-operative,” employes of Cities 
Bus Service Ltd., Sarnia, Ont., Can., 
contracted to ourchase the 25-year- 
old company for which they work. 


Safety—a Virtue that Brings Rewards 


These 25 bus drivers of Acadian Lines and its associated operations, Fleetlines and High- 
land Lines, were successful in earning their "First Year” Safe Driver awards. The awards 
were given by the National Safety Council, which the Nova Scotian company joined in Jan 
uory, 1954. Each award included a lapel badge ond a certificate and, in addition the 
compony presented each driver with o check for $25. The 25 drivers make up 35 per cent 
of the drivers that drove for a !2-month period. 
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250 Buses Shipped to Arabia 


' 


ere 


j 


single shipl ad of 250 specially 
and 20 extra 
left for the Red 
port of Jedda where they will 
ed to transport Moslem pilgrims 
innual Mohammedan religious 
il at the | of Mecca in 
nd August 
will be 


ver carrie 


American buses 


ved chassis have 


ity 
the largest cargo of 
d in one ship any- 
in the world 
vill be the first large shipment 


P. Mermingas 


on an order for a total of 750 buses 
for the Mecca trek, sold and executed 
by John P. Mermingas, president of 
the Overseas Equipment Corporation. 

The buses will supplant the U. S. 
Air Force which last year landed 
thousands of pilgrims at Mecca on 
time in an emergency operation. This 
year the Air Force will handle only a 
comparatively few long distance 
travelers. 

The $5,000,000 enterprise is the 
result of co-operation between Saudi 
Arabian officials, a group of Arabian 
bankers, several Jocal Arabian trans- 
portation companies and the Over- 
seas Equipment Corporation, all of 
whom have shared in the financing. 
The average cost of the buses is 


All of this initial cargo of 250 
buses were loaded in finished form, 
ready to be fueled and put immedi- 
ately into service on arrival. The 
total complement of 750 American 
buses is expected to deliver at the 
Holy City more than 500,000 pil- 
grims during July and August, and 
to deliver them back at Jedda after 
the Islamic ceremonies. 

The Overseas Equipment Corpora- 
tion and the manufacturers dee 
750 buses, had problems to solve. 
One is the scarcity of drinking water 
in the dessert territory traversed and 

Continued on page 122 


Springfield Railway 
To Cease Operation 


® The vise of higher operating costs 
and declining passenger revenue has 
cruslied another transit company. 

Springfield (Mass.) Street Railway 
Co. will be liquidated and all service 
on the 182-bus operation will be 
suspended as of June 30. That was 
the decision last month of the com- 
pany’s board of directors, in whose 
hands rests 90 per cent of the stock. 

It has been estimated that when the 
company ends service, some 23 mil- 
lion passengers will be stranded. 
However, the company said it would 
co-operate in helping the city find 
substitute service. 

In their resolution the directors 
said that because of “. . . the uncer- 
tainty of higher fares, the steady 
increase in expenses, the steady in- 
crease in personnel costs .. . require- 
ments of minimum service and a con- 
tinuous serious decline in passenger 
volume, the company cannot expect 
to operate other than at a loss in the 
foreseeable future.” 

Springfield’s riding volume was off 
about ten per cent last year from 
1953, and far this year was 
around ten or 12 per cent lower than 
1954. This, added to a recent arbi- 
tration award that will cost the com- 
pany $150,000 in 1955, further 
darken the financial picture. 

If and when service is terminated 

and Mayor Daniel Brunton said he 
didn’t think it was an idle threat 
Springfield say it wasn’t 
warned. As long last August, 
Hiram L. Bollum, the company presi- 
dent, hinted such action might be- 
come necessary. 

In 1954 the company had a net in- 
come of little over $50,000 of which 
$38,000 was in the form of insur- 
ance credits for several prior years. 
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Towns Study CTS Rail Link 


* A return to rails is being studied 
in communities neighboring Cleve- 
land which last month iniint its new 
rapid transit system. Technical, legal 
and economic problems in the estab- 
lishment of a rail transit system link- 
ing Painesville, Lorain and Elyria 
with the CTS eastern terminal are 
being studied by a committee. 

At one time there was an electric 
inter-urban network of lines spread 
out from Cleveland, and now some 
envision a similar setup using rail- 
road property. Two roads, the New 
York Central and the Nickel Plate 
Road, serve the communities. 


rensbOvEATION 
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will take a po 

president ot Cel 
Tuten joined 

in 1945 after | 


Breaks in the High Tax Front . . . 


Tennessee Reduces Fees 


® Interstate bus companies operat- 
ing through Tennessee were relieved 
last month of paying full registration 
fees for buses operating only a por- 
tion of their route in that state. 

Gov. Clement signed into law a 
bill reducing the fee for license tags 
at the same time the Tennessee Sen- 
ate sent to his office for signing a 
bill calling for a further tax reduc- 
tion—cutting inspection fees from 
$2.50 to $1.25 a year per seat. 

Before the tag fee law went into 
effect, buses from the other states 
were required to carry Tennessee 
tags at full price even if they op- 
erated only a few miles over the 
state’s roads. 


Relief Proposed in D.C. 


® In the East, another tax reduction 
was proposed, This time it was the 
Washington, D. C., Public Utilities 
Commission, which came up with a 
plan for eliminating the two per cent 


city. It would save CTC between 
$450,000 and $500,000 a year. 

PUC Chairman Robert E. Me- 
Laughlin, who called the tax “wholly 
unrealistic” because CTC does not 
enjoy a monopoly, said the com- 
pany’s precarious financial position 
could lead to public ownership unless 
relief is granted. 


Two Operators Win Break 


*® Vigorous opposition by Central 
Greyhound Lines of New York and 
Austin F. Robbins, owner of the 
Binghamton Short Lines Corp. and 
Chenango Valley Transit, Inc., was 
successful in defeating a Binghamton 
City Council proposal to levy a $25 
fee on each scheduled intercity bus 
operating through the city, 

Instead both bus operators will pay 
the city $10 a run, still higher then 
the $50 annually Greyhound had 
been paying and the $40 a year Rob- 
bins paid. Greyhound’s license costs 
now will be $300 a year, while Rob- 
bins will pay $120. 
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gross receipts tax paid the city by 
the Capital Transit Co. 

The proposal must get congres- 
sional approval, however, and will 
probably face tough opposition since 
it means reduced revenue for the 


Half-million Cut Reduced 


* A proposal to cut bus license fees 
weathered a storm in the Texas lower 
Continued on page 122 


More Buses than Cars Fill Montreal Street 


Only by bus could 45,000 students of schools in the Montreal area visit the Commerce ond 
Industrial exhibition at the Show Mart during last month's celebration of “Quebec Week.” 
More than 600 special trips were made by 52 of the Montreal Transportation Commission's 
largest and newest buses. Here buses line up during the peak of the operation, when 3,900 
students arrived in 15 minutes. At the right is seen part of the Provincial Transport Com- 
pany's east end terminal and parking lot. 
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INDUSTRY IN REVIEW . . . continued 


ABOUT PEOPLE... 


0 Mi 


Frank W. Robinson, vice-president 

| general traffic manager of Provincial 
Transport Company, hes been appointed 
tant general manager of the firm. He 


been with Provincial since 1930. 


William C. Leingang hos been named 
sssistant to the president of the Electric 
He had been 
sssistant general manger of the firm's Exide 


torage Battery Company. 


notive Division previously. 


Edward R. Jelsma has been appointed 
lirector of the Bureau of Transport Eco- 


es of the Interstate Com- 
He had been a trans- 


ics and Statist 
mmission 


n specialist for a Senate committee. 


William A. Duvall will direct engineer- 
ing, servicing and purchasing of equipment 
in his new position as vice-president in 
charge of equipment and maintenance for 


the Greyhound Corporation. 


Paul J. Every has been named to the 
newly created position of assistant general 
sales manager for the Cummins Engines 
Company. For two years, he has been with 
the Cummins Diesel Export Corp. 


L. G. Simon, for years traffic manager 
for the Continental Bus System, has been 
named general sales manager for Con- 
tinental Bus System's and Cor. ‘“‘nental Dixie 
Lines’ new consolidated sales separtment. 


RR IMEC) 


Earl N. Cannon hos been elected vice- 
president in charge of personnel and labor 
relations for the Greyhound Corporation. 
Before joining Greyhound in 1952 he was 
labor adviser for several of its companies. 


Leslie G. DeMotte, veteran of 24 years 
with the Willard Storage Battery Company, 
has been appointed advertising and sales 
promotion manager. An Indiana native, he 
will now reside in Cleveland. 


L. B. Strayhorn hes assumed the duties 
of general traffic manager for Continental 
Bus System and Continental Dixie Lines un- 
der a consolidation program which joined 
the traffic departments of both firms. 
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PUM I RCT] 


James E. Bradley will service Ther- 
moid accounts in southern and southeastern 
states in his position as fleet soles 
company's Automotive Re- 
placement Division. He will be in Atlanta. 


new 


engineer for the 


Ralph P. Merritt hos been appointed 
to Los Angeles Metropolitan Transit Au- 
thority by California Gov. Knight. He will 
continue to serve as general manager, a 
position he has held since 1952. 


W. D. Houpt 


gional sales manage 


ss been appointed re- 
of the Willard Storage 
Battery Company. Making his headquarters 
in Dallas, Houpt will be in charge of sales 


activities in the firrn's southwestern region. 


pril, 1955 


Edward E. Trout has been appointed 
advertising service manager of the Willard 
Storage Battery Company, distributing ad- 
vertising and merchandising materials to 
Willard field representatives. 


Gladys Hilton, who made the largest 
Greyhound tour sale of 1954, has received 
the firm's first Citation for Outstanding 
Sales Achievement. Miss Hilton manages 
Greyhound's Pittsburgh travel bureau. 


Richard H. Koehler hes been ap- 
pointed director of advertising and pub- 
licity for the Westinghouse Air Brake Com- 
pony. He had been with the firm's Le Roi 
Division in advertising and sales promotion. 


Thomas G. Tynan, who hos been with 
the Electric Storage Battery Company since 
1920, was recently promoted to sales man- 
ager for the company's Exide Automotive 
Division. He will be in Philadelphia. 


T. F. Walker hos been elected execu- 
tive vice-president of the Kent-More Or- 
ganization by the company's board of 
directors. He previously served as vice- 
president of production and manufacturing. 


George C. Wood becomes fleet sales 
engineer for Thermoid Automotive Replace- 
ment Division. He has been assigned to the 
New York State and New England Territory. 

Continued on next page 
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wer of the organized Fre- 
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office at Norfolk, where he will 
as sper ial assistant and account- 
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rtsmouth 
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died recently He had been 

th the firm for almost 50 years 
retiring 
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lersey electric utility. 


me ilph Moore, 


from 


took leave of 

Motors two 
irs ago to serve in the Department 
has been 


GMi 


who 


General 


seorece 


VDelense 


tall | 


appointed to the 
| ruck s fleet division. 


Ernest F. 


; 
ind 


Stockwell, 56, president 
the Barbour-Stock- 
and of the 


died last 


treasurer of 

ell Company 

New England 
nth 


treasurer 
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Lester W. Herzog, Jr., has been 
elected to the board of directors of 
United Traction ¢ ompany. 
tlerzo succeeds the late Andrew 
BK. Davison. 
rhe elected otheers of 


Thomas F, 


the firm in- 
Riedy, president 
John A, Kil- 
William A. 
Bopp, treasure! and « omptroller, and 
Miss Margaret R. O’Brien assist- 
uret 


ete ral. manager 


gallon, secretary 


int trea 


Francis H. Crosby, former presi- 

f Key Sy Transit Lines 

vice preside nt Railway Equip- 

Realty Company, died re- 
it the age of 77 


aterm 
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ently 
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BUS AND TROLLEY 


Motor Bus Deliveries 


Bee Line Inc. (N. Y.) 
Belleville St. Louis Coach Co., 
Boulevard Bus, Inc. (N. J.) 
Bowling Green-Hopkineville Bus Co., 
Chicago Transit Authority (IIl.) 
Dallas Railway & Terminal Co. (Tex.) 


Inc. (111.) 


Inc, 


Great Lakes Greyhound Lines (Mich.). 
Intertown Suburban es orp. (Mich.) 
Jamaica Buses, Inc. % 

Mayflower Transit 5 oud wa (N. Y.) 
New England Greyhound Lines (Mass.) 


Occom Transit Co. (N. J.) 
O’Pallon-Belleville Coach Co., Inc. 
Overland Greyhound Lines (Neb.) 
Pacific Greyhound Lines (Calif.) 
Pennsylvania Greyhound Lines (Ohio) 


(UL) 


Portland Stages, Inc. (Ore.) 
Richmond Greyhound Lines Inc. 
Rockland Transit Corp. (N. J.) 
Santa Monica, City of (Calif,). 
South Suburban Safeway Lines, Inc. 


(Va.) 


Gn. 


Southeastern Greyhound Lines (Ky.)... 
Southwestern Greyhound Lines (Tex.).. 


Miscellaneous Deliveries 

Cuyahoga Heights Board of Education (Ohio) 
General Services Administration (D, C.)... 
Thermopolis County High School (Wyo.).. 


Foreign Deliveries 

Cia. de Transporte La Ranchuslera (Cuba). 
Distribuidora de Omnibus (Mexico) . 
General Motors Prod. of Canada (( ansda).. 
Puerto Rico Trnsptr. Authority (P. R.) 


Total Deliveries reported in this issue. ‘ 





Number 
of 


(Ky.).. 


NOTE: This list is based on monthly reports from manufacturers 
report regularly, consequently this list is not to be considered complete 





BUS DELIVERIES 


Model 
anc 
Type 


Manu- 


Buses facturers 


10 GMC 
5 GM 


rDH-4512 

TDH-4512 

1 GM¢ TDH-4512 

1 Fixible 218F 1-55-291¢ 
Fixible FT-2P40-55 
Southern S-45H¢ 


GM¢ 
GM¢ 
GMC 
GM¢ 
GM¢ 


PD-4501 
rDH-4512 
TDH-5106 
TGH-3102 
PD-4501 


GMC 
GM¢ 
GM‘ 
GMC 
GM¢ 


TDH-4512 
TDH-5106 
PD-4501 
PD-4501 
PD-4501 


GM‘¢ 
GM¢ 
GM(¢ 
GMC 
GM‘ 


TDH-4512 
PD-4501 

TDM-4512 
TDH-4512 
TDH-3512 


GM¢ 
GM¢ 


PD-4501 
PD-4501 


GM‘ 
GMC 
Fixible 


TGH-3102 
TDH-4512 
182B1-54-251C 


Beck 
Fitzjohn 
GM¢ 
Fixible 


Deck & Half 
Duraliner 
TDM-4515 
FTD-35 


Not all manufacturers 








W. B. Hawke, assistant general 
manager of the Texas Company's 
Domestic Sales Department, has been 
named general manager of the de- 
partment to succeed S, C, Bartlett, 
newly elected vice-president in charge 
of sales, 

Other executive changes: R. W. 
Debnam, promoted to assistant gen- 
eral manager; C. H. Dodson, pro- 
moted to assistant general manager 
(sales), and J. E. Fritts, elevated to 
assistant general manager (dealer 
sales). 


W. F. Munnikhuysen has been 
elected chairman of the board and 
Fred C. Foy was named president 
and chief executive officer to Koppers 
Company. 

Their election fills vacancies left in 
February when General Brehon 
Somervell, chairman and president, 
died unexpectedly in Florida where 
he had gone for a rest. 


Clyde E. Hovis, who helped found 
the Lakewood (Ohio) Rapid Transit 
Lines, died recently at Florida. 


Herman Teetor, has been named 
director of advertising for Perfect 
Circle Corp., and John Senn has 
been named to succeed him as man- 
ager of advertising and publicity for 
the piston ring division. 


Donald W. Ross has been promoted 
to claims manager of the Toronto 
office of Markel Service, Inc. 

Also, Gerard F. English has 
become district supervisor of safety 
engineering for the Boston area, and 
George H. Priest becomes under- 
writer for the San Francisco office of 


Markel. 


John F. Selb, formerly an attorney 
for Greyhound and for the National 
Association of Motor Bus Operators, 
died recently in St. Paul, Minn. 
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150,000 Miles without an overhaul... 
You just can’t beat a MIDLAND Compressor!” 


“Smartest thing the boss ever did was standardize on Midland 
Compressors. Never any oil pumping with them ...and man, the 
miles of good performance they turn in without an overhaul!" 


That's Right— Midland Compressors 
are known by truck and bus op- 
erators the world over for their 
positive, economical performance 
and their ability to really take it 
for thousands and thousands of 
miles without the need for servic- 
ing. Midland Compressors give 
you these big advantages: 

Greatest Efficiency— Due to patented 
automatic inlet valves built into 
cylinder head. 

Minimem Oi! Consemption—Due to 
lack of high vacuum on suction 
stroke. 

Cooler Operation—Because inlet 
valves let atmospheric air circulate 


through compressor when idling, 
practically eliminating carbon. 


Integral Governor—Governor moun- 
ted on compressor simplifies 
installation. 


less Weight—-A very important 
factor for today’s operators. 


Reduced Maintenance —Lack of 
compressor oil pumping greatl 
reduces maintenance due to elimi- 
nation of oil and varnish deposits 
throughout the entire brake 
system. 
* ¢°¢ 

For complete details, see your 
nearest Midland dealer—or write 
factory direct. 





Those Who Know 
Power Brakes 


CHOOSE MIDLAND |! 
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operators of fleets are 
lardizing on AC HOT 
IP Spark Plugs in their serv 
naintenance work Their 
ience h shown them 








these plugs with the ex- 
e AC HOT TIP stay 
1 longer, last longer, give 
mileage ke ep horse- 
vere it belongs. 


he long, thin, 
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T TIP — that heats faster 
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F. J. HOAGLAND, 
Cab Company: ‘'! 
Motor Oil is th 
satisfied it helps 
nance costs and ¢ 
use of our cabs.”’ 


er, Elgin Yellow 
ps 66 Heavy Duty 


il I’ve used. I’m 
ywn our mainte- 
us more efficient 


C. H. CRUTCHER, Opcrating Manager, 
Healzer Cartage Company, Kansas 
City: “Wear: .003 to .005 per 100,000 
miles. Sludge and varnish: Negligible. 
Bearings: No trouble. Fouling: None. 
Oil consumption: 128 miles per quart— 
includes oil changes every 2,000 miles.” 


2re'¢ What They Gy: 
SUCCESSFUL FLEET OPERATORS ENDORSE 
PHILLIPS 66 HEAVY DUTY MOTOR OILS! 


RAY MILLS, Maintenance Superintend- 
ent of City Bus Company, Oklahoma 
City: “We have kept our engines cleaner 
and engine life has increased consider- 
ably since we started using Phillips 66 
Heavy Duty Motor Oil. It has helped 
reduce maintenance costs greatly.” 


W. M. GERHOLD, Gerhold Company, road build- 
ers: “With Phillips 66 HDS, we don't get exces- 
sive oil consumption, carbon or sludge—have no 
ring or valve trouble and our engines at overhaul 
are extremely clean. You can say in all truth, it’s 
a tough oil, a dependable oil—and I would recom- 


PAUL LINER, head of Yellow Cab Company, 
Big Spring, Texas: “I can honestly say that 
the service I've received is excellent.” 

GEORGE RUSSELL, Supt. of Maintenance: “We 
get top performance for at least 125,000 miles 
with repairs—nothing except tune-ups. We 
haven't had any valve and bearing trouble 
sir ve changed to Phillips 66 Oils.” 


mend it to anyone,” 


HENRY G. KORSMO, Manager of Mechanical 
and Transportation Departments of Transcon 
Lines, Oklahoma City: “Phillips 66 Products 
do a job for us. Take a look at our engines at 
overhaul. They are remarkably clean. We get 
little sludge or wear.” 


Test Phillips 66 Heavy Duty Motor Oils against 
the oil you are now using. A Phillips 66 Lu- 
brication Engineer will be glad to help you set 
up a test. Write to: Sales Department, Phillips 
Petroleum Company, Bartlesville, Oklahoma. 





. 


Of for the Exgrhes of Commerce 
PHILLIPS 66 HEAVY DUTY MOTOR OILS 
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Everybody talks ab 


DELCO 
DOES 


SEASON GRAVITY 


There’s only one way that 
you can get low-cost opera- 
tion from a battery—that’s 
to have it built in from the 
beginning. And when it comes 
to building quality into bat- 
teries, Delco is unexcelled. As 
a General Motors product, 
Delco batteries are backed by 
the experience that built 
50,000,000 cars—an unequal- 
ed feat in the industry! 


The built-in features of 
Delco’s Extra-Duty battery 
that you see here add up to 
the lower-cost operation and 
balanced performance so 
necessary to fleetowners. 


THERMO-RIGIO CASE 


Designed to operate with a fully charged specific 
vity of 1.270 at 80° F., thus providing the proper 
ncentration of electrolyte for longer life. 


Delco’s genuine hard rubber case is completely 
resistant to acid absorption, heat, bulging, warping 
or other distortion. 


BUS 
RANSPORTATIOM 





EXTR: UTY BATTERIES HIGH-MILEAGE 
RESERVO/R 


Specially ed to handle heovy cranking 
requirement jh-mileage driving, extreme tem- 
perature ra at lowest cost per mile. 


Delco’s full inch of electrolyte above the plates 
assures you of o substantial margin of safety in all 
applications. 


And that’s : |. Delco 
builds a size an pe of bat- 
tery for practi every ap 
plication. Dele tteries are 
readily availablk erywhere 
through indep« it whole- 
salers. See your Delco battery 
distributor abou ie battery 
that’s built to back up all its 


claims of low-c« peration. 





*Lisien lo L 
mCBSR 
ee You 

for Time 


A GENERAL MOTORS PRODUCT | ‘Moron: A UNITED MOTORS LINE 








—ThunderVolt 





and get everything a 
oor oooate epee semaalt battery has to offer! 





When you put 
in new BEARINGS 


make sure 
the RODS 
are right 


Use Federal-Mogul 
exchange insert rods 
on every overhaul! 


| The Complete Line — 
Modern replacement bearings are ne ym imore than 10,000 Items: 
to restore engine performance. eARIW Son Sootags = 
job right! +) Cc ‘Connecting a 
But the rods must be right, too! Just one ) ease . Be ol 
extra, invisible thousandth of out-of-round- b DE RA Secheen a ort Red 
ness in the red bore... and the best overhaul Tog achebhined Rede a 
goes sour 

ting Rod Bolts and Nuts 
Make sure you're right! Exchange the rods ~ lg nd Shim Stock 
Shims a 

on every overhaul. Federal-Mogul recondi- 
tioned rods have true, accurate 


they're overhaul insurance! Ask your 
Federal-Mogul jobber! 


Whotever your engine 


FEDERAL-MOGUL SERVICE Whatever you engl 


Division Federal-Mogul Corporation S pally Hy - oa 


ws block Federal- Mogul 
DETROIT 13, MICHIGAN % a. 








FOR COMFORT 


Luminator advanced oval magnifying lens for interiors 
prevents glare and builds doubled intensity on the 
reading plane. The light from each unit is controlled 
to prevent shadows from being thrown on the pas- 
senger’s reading matter and to keep bright light from 
dazzling passengers. This lighting is the minimum that 
assures public preference for your buses. 


Lighting for Comfort 
Lighting for Safety 


Magnifying lenses— 

¢ Build up high intensities 

¢ Direct the light where it is wanted 

* Protect passengers’ eyes from dazzling light 


st 


i, 


1 


Used as a Fare Box light the triple condensing lens con- 
trols the beam sharply and doesn’t disturb the driver. 
Adjusted for use os a Step Light, the Luminator lens 
lights the step and the ground without dazzling pas- 
senger’s eyes. Luminator optical and mechanical de- 
sign provides an additional safety factor for passen- 
gers entering and leaving the bus. 


You are cordially invited to visit Luminator’s Lighting Laboratory to see 
the latest incandescent and fluorescent developments in full-scale mockups. 


onone AAAI ATID. scsersereon 


120 WORTH PEORIA ST 


CHICAGO 80, ILLINOIS 


IN CANADA’ RAILWAY AND POWER ENGINEERING CORP 





Wherever wheels turn 


for profit and... 


WHEREVER Se ‘Smee 
PROFIT DEPENDS 
on PERFORMANCE... 


THE EXPERTS SAY: “cc haa 
Bronx, N.Y. Long Beach, Calif. 

“Proved in 8 million miles of ‘round- Champion performance is very 

down.” “on “ 


Cc. K. LANNING, Fleet Supt. 
Biltmore Dairy Farms 
Biltmore, N. C. 

Our fleet travels nearly four million 
miles @ year profitably, with 

Ch 0 


Dependable Cc 4 AWM | oa Oo nN 
a | 


SPARK PLUGS 
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CHECKER CAB MANU- 

FACTURING CORP. plant in 
Kalamazoo, Michigan, where Transit 
Buses are built. This modern plant 
has approximately one-half million 
square feet of manufacturing space. 


Chassis line in the modern, high- 
production plant where Transit Buses 
are built. 


THIS MODERN FACTORY 
is an important factor in the ability 
of Transit Buses to meet the needs 
of the transit operator. It is staffed 
by able, experienced workers, 
served by outstanding engineers, 
and directed by aggressive 
management. 


Part of the assembly line in the Transit Bus 
plant. Modern methods hold costs down. 


" Subsidiary of 
ECKER CAB MANUFACTURING CORP 





It’ this separate 
FILLER STRIP 


that puts more pressure on the 
fence and the glass...allowing 
new freedom of design! 


The filler strip makes possible these 
other Inland advantages! 


Today, weather stripping is a “snap"’. And, it’s the 
snap of Inland’s new weather strip that does it! 
Just think of the design freedom you have-——now 
that weather strip problems are gone. With Inland 
Self-Sealing Weather Strip, you need make no pro- 


sions for cement, clamps, moldings or channels. 


Vo : wae : seca ; ’ LEAK PROOF! Permanently leak proof, EASY GLASS REPLACEMENT! Less lost time 
You are assured a water-tight seal every time! ra > spite gless and bedy Ses vabidieewechen an ana even be 
The patented Inland Filler Strip enables the in- panel under powerful compression. replaced on the road, if necessary. 


taller to compress the sealing strip after the glass 





is in place. And because it eliminates all the head- 
aches of trying to force the glass into a compressed 
rroove, this is the easiest weather strip to install! 


INLAND MANUFACTURING DIVISION 


General Motors Corporation * Dayton, Ohio A POSITIVE SEAL! New filler strip puts | VERSATILITY! Ideal for vehicles, booths, 
more pressure on the fence and the trains, gasoline pumps, buildings, marine 
glass—assures complete positive weath- windews—fer positive, permanent seal- 
er proofing every time, ing of any window or panei! 


INCARD Celf—Gealing 


WEATHER STRIP 

















244 BUSES...STOP AND GO DRIVING... 


WITH CITIES SERVICE C-300 MOTOR OIL 


COMMUNITY TRACTION CO., TOLEDO, OHIO 


Re 
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DELCO-REMY 1 hunderVolt A.C. GENERATORS HEAVY-DUTY (180-Ampere Ovtpet Capacity) 


Deleco-Remy ThunderVolt A.C. generators are A.C. GENERATOR penronnancs OATA 

the hearts of 12-volt A.C.-D.C. electrical systems Model Veins | Sutin | Corb idle | m Power| & ded 
. ” apm mperes” mperes | Watts 

designed specifically for modern buses with fluo- spanner ' tet 


— ——-——— 4 


7 i 
rescent lighting and extra-heavy electrical loads. eee) eo Se ee 


—— —_ 


1117657 | 42 625 100 180 2160 | All speeds. 














Desirable performance characteristics include cut- te 

in at low generator rpm .. . maximum output of 1117062-3-4| 6 | 750 | 30-40 90 540 | All speeds. 
180 amperes at approximately 2000 rpm. The new - : oy: . rere 
generators supply not only alternating current for 
fluorescent lights but also ample direct current for A.C. CaeRATOR CUTeUT 
the heaviest electrical loads coupled with lengthy 

engine-at-idle periods. 








"APPROXIMATE (BASED ON 100 GENERATOR RPM /MPH) 





1117687 +180 AMPS 
Impressive features of the new generators are their 
light weight, very high output capacity, and 
ibility to operate over a wide speed range with 
greatest efficiency. Specify Delco-Remy electrical 
equipment on your new buses. 


DELCO-REMY 1 hunderVolt D.C. SPLIT-FIELD GENERATOR HEAVY-DUTY 


(120-Ampere Output Capacity) 


The Delco-Remy 12-volt split-field paaenee -_ O.C. GENERATOR PERFORMANCE DATA 
its companion regulator are ru ged a - Medel Votes CaFIn | Cork Tale | Maximum Vower | 
able designed to meet the aaaval transit buses wos Nm nse —- i a 
having increased electrical loads coupled with a wi7ser_ | 12 | «580 70 120 «| «1440 oe 
high percentage of engine idling time. a 

Desirable performance characteristics include low ATTEN GAMD GH 160 CEMRATER COMES 
cut-in, high output at engine idle, and quick 
attainment of maximum output. Note orm- D.C. GENERATOR OUTPUT CURVES 
ance table at right. nes nour 

Operating benefits include reduced battery cy- 
cling, long battery life, and a simplified electrical 

yetem with sustained voltage—at no sacrifice in 

ruggedness or dependability. 






































FLERE OCTRICAL SYSTEMS 


OELCO-REMY © DIVISION OF GENERAL MOTORS ¢ ANDERSON, INDIANA 


April, 1955 





A. C. GENERATOR 
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0. C. GENERATOR 
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Start-and-stop operation of buses imposes 
heavy loads on rear engines...and often pro- 
duces intense heat. 

Gates Coach Belt—the belt marked Tg— 
is specially engineered for rear engines. Spe- 
cial rubber compounds make it heat resistant 
and oil proof 

Furthermore, the cords in the tensile sec- 
tion—the part that carries the load—are spe- 
cially selected for low stretch, high strength 
and the ability to withstand flexing. 

for these reasons the Gates Coach Belt 
vives remarkable service. Performance rec- 
ords of leading transit companies show that 


Look for T 6 


Look for these letters 
“TG” on the belt itself— 
as well as on the label— 
of every belt you buy for 
rear engine service. “TG” 
means that the belt has 
been specifically engi- 
neered for Coach Rear 
Engines. *Reg U.S. Pat. 
Office. 


Gates Coach Belts often give 
more than twice the service of 
any belts they have ever used. 
This double service life 


cuts belt costs in half. 








Without obligation a Gates Belt Specialist — 
available through your Gates Jobber—will survey 
your needs and make specific recommendations. And 
your Gates Jobber will supply you promptly with 
the Gates Coach Belts you need. There is a Gates 
Jobber in every distribution center. 

The Gates Rubber Co., Denver, Colorado 

World’s Largest Maker of V-Belts. 





The mark of specialized research 


Specially Engineered for REAR ENGINES 





INTERNATIONAL and GMC 
a ENGINES 
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The newly perfected Model 333 P&G VALVE-GAPPER 
now makes it possible for mechanics to set overhead valves on 
International Harvester and GMC gasoline engines with Microm- 
eter Accuracy. 

With valves set Exactly right, engines will deliver more horse- 
power with LESS fuel consumption. Accurately set valve clear- 
ance increases life of valves. Engines stay “tuned up” longer — 
less maintenance and more miles between overhauls. 


Check these VALVE-GAPPER advantages: 
Easy, fast, accurate for mechanics, operators, owners. 
Eliminates inaccuracies of individual ‘feel’. 


Both hands are FREE to make adjustments while dial indicator registers 
exact settings. 


Use the dial indicator for other shop tasks. 








Models Available for 
GMC 71 and 110 Series 


DIESEL ENGINES 


Designed for mechonics, owners, oper 
Gtors to 

@ Adjust Valve Clearance 

@ Time Fuel Injectors 

@ Balance Fuel Racks 


New Combination Model 


VALVE GAPPER SET 
for these OHV engines 


© Ford (passenger cars and trucks) 

@ Mercury @ Lincotn 

© Chevrolet (passenger cars and trucks) 
© Oldsmobile @ Buick © Caditinc 
@ Plymouth 





and occessories ore avoilable for 
measuring 


@ Height of Cylinder Liner 


© Dodge (passenger cars and trucks) 
© Deteote © Chrysler © Willys © Nash 
@ Studebaker (passenger cars and trucks) 


@ Uniformity ef Cylinder Bere 
end Counter Bore 
@ Cylinder Liner Weer 


Adivet valve clearance with microm 
eter accuracy, Locote defective or 
noisy hydraulic valve lifters 
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P&G VALVE-GAPPER 100% Accurate Even When 


PAG MANUFACTURING CO., Dept 230 
Rocker Arms Are Worn or Pitted 


305 NM. £. Russell Street, Portiand 12, Oregen 


Please send Valve Gepper |i 
The diol indicoter registers ogres " Siaratore Gad orrene 


exactly the entire trevel of vaive il Firm 





the rocker arm prior to con- harree 


: 
| 
’ 
; 
; 


{* Ocul aem 
tect with the volve stem, ic a ef ey 
but o feeler gouge blocks- wave Nome 

off the pit, making eccurote + stem pvacve ae 


met asuets 
BUT THIS 


tout Gar 


measurement possible. has 


P&G MANUFACTURING CO. 


305 N. E. RUSSELL STREET . PORTLAND 12, OREGON 


Stitt catinmnianes lone tote 


Engines Serviced, ecm Car Engines 
(_)Ges Truck Engines 
( )Olese! Engines 
()Ges Industria! Engines 


thy Jobber is — 


RE RO 
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TRANSPORTATION 
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You Save Time and Money with WIX-PAX SERVICE 


e FOR FLEETS 


HEVI-DUTY OIL FILTER CARTRIDGES 
i 
Here’s what WIX-PAX means for you... ™ 
» A complete survey of your fleet—FREE—by a Filter Wi page 4 
Specialist who makes out for you a permanent In- BANE sons 


ventory Control Record showing the right Oil Filter Pen 
Cartridge for every vehicle you operate. 
» An up-to-the-minute inventory system to save time Genuine, top grade WIX HEVI- 
and trouble at no cost to you, with every Filter Car- DUTY Cartridges, shipped direct 
. from Factory or nearest WIX Warehouse 
tridge you need at your fingertips. 


with billing through your local WIX whole- 
@ Direct from factory or nearest WIX Warehouse - saler, At money-saving WIX-PAX prices! 


FAST MOTOR FREIGHT DELIVERY of WIX- 
PAX orders — carton lot shipments of 100 Ibs. or 


ast FLEET 
@ Moiney-saving WIX-PAX prices that cut your filtra- SURVEY CARD 
tion costs way down. Set up by experienced fil- 


: : tratio cialists, the WIX 
@ And the WIX Line is complete—for both full-flow Eapaitony Gaateat System 
and partial flow filtration systems—for Gasoline or automatically solves your 


Diesel engines, Lube or Fuel Oil, Trucks, Passenger filter supply problem. 
Cars, Stationary Engines, etc. 


Yes—you save many ways with WIX. Write for de- FLEET 
tails—or see your nearest WIX jobber— yopay/ MANUAL 


Shows the whole 

e story on every pay- 
load unit at a glance— 

performance, main- 

tenance, repairs. 

FREE with your first 


order. 
OlL FILTERS AS CARTRIDGES ee 
AUTOMOTIVE . INDUSTRIAL . RANROAD 
WIX CORPORATION «+ GASTONIA « 
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A customer sees your firm in your uniforms 


turd 


run, even in we 


tant help 


conhdence in 


And “Orlor 


hard knock 


beat these 
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Make sure they look neat, rain or shine— 
order uniforms made with ORLON 


‘ von t spoil the smart good looks of 
verylic fiber. Drivers tell us that 
just pressed look run after 

iy-to-day neatness like this is impor 
tra-lavorable impression and Inspires 


and our line 


orms extra resistance to scufhing and 


ie manager put it “You really can't 


vear and wear, help keep repair and 


fe ond 10% royon 


Orion” & Du Pow 


mode by Topps Manufacturing Co., Inc., Rochester, Ind 


re plac ement costs down 


What's 


year-round uniforms are washable under proper 


more, these regular-we ght, 
conditions 
iron easily and que kly. Cheek washing instruction 


supplied 


You'll want the full story on these 
with “Orlon’ 


tay-neat uniforms made 


. Your regular distributor can supply all the facts, or 


GETTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 


write to us for a descriptive free 
folder: Du Pont Company, Dept 
1B, Room 2522, Nemours Build 
ing, Wilmington 98, Delaware 


© Dw Pont makes fibers, not fabrics or uniforms 
a 


1 trade-mark for tte werylic ther 





EAVER TWIN POST LIFTS 


cut maintenance costs for 


For major overhauls or minor service on their bus 
fleet, the Louisville Transit Company reduces “down 
time”, saves valuable man hours by using Weaver 
I win.Post Lifes. Ilustration shows Twin Post being 
used to install engine and transmission assembly 
after reconditioning, by lowering bus onto unit 
instead of raising engine to bus. 

This is but one of the varied service jobs that 
can be speeded up with Twin Post Lifts. These Lifts 
give mechanics complete visual and working access 


Louisville Transit Company 


RAILS IN THE WAY! Mechanics work faster and 
easier because of convenient standing position . . . 
easy access to tool bench. Independent post opera- 
tion lets user position bus at best working angle. 
Lifts lower into floor when not in use and may be 
driven over from any direction. 

The Weaver Twin Post is the only automotive 
type lift that can handle all wheel base lengths with- 
out loss of lifting capacity. Handles everything 
from small city buses to large transcontinental 


to all under-chassis points ... THERE ARE NO 


coaches. Available air-oil or electrically operated. 


See your Weaver Jobber today or write us for Bulletin BT-457 


: WEAVER 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Compiete Weaver line includes: Twin Post Lifts...Single Post Frame Type Lifts...Unit Lifts 
..» Bumper Lift...Wheel Alig t Equip Headlight Testers Broke Testers . 
Wheel Baloncing Equipment ...jocks...Wheel Dollys...Cor Washers... Air Compressors 


remepoeinr Lal 
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ENGINEER’S 


REPORT 


DATA 


womcant ROM Mad Bearing Grane 
UNIT Whesh Bearingd Passenger buded 


OPERATION 


Heat-resistant grease ends wheel-bearing failures! 


THIRTEEN PA 
this, in city 


Las Vegas, N¢« 
failures of in: 


by switching 
ing Grease 
previously 
bearings, re 
ures lue to 
tion and heat 
these buses 
temperature: 
because of ex 
operation an 
area. All the 


for 27 passen 


apacity load 
gers during 


IN GOOD CONDITI 


assembly fron 
inspection a 
Grease. Ernis¢ 
"RPM Wheel Be 


ised that stay 


onditions 


readiiy, but 


RPM 
quality paraf! 
fillers. It m 
and uniform 
all operating 
stable in stor 


ferent weathe: 


comes in bot! 
grades, and 
either by grea 


STANDARD OIL 


ENGER BUSES like 


it service in 
eliminated 
wheel bearings 


RPM Wheel Bear- 


greases tried 
tay in inner 
in many fail- 
late lubrica- 
bearings in 
ected to high 
ontinuously 

e stop-—and—go 


ert heat in this 


have seats 
but carry a 


tanding passen- 


traffic hours. 


this bearing 
f the buses was taken down for 
king with RPM Wheel Bearing 
Shop Superintendent, says, 
srease is the only grease I've 
through bearings in the tough 
eration. It feeds to bearings 
t leak out onto our brakes." 


i¢ 


Bearing Grease is made with high 
e oils and contains no harmful 
$ a correct 

tency under 


Ltions and is 


To meet dif- 


nditions, it 


im and heavy 
ily applied 








How RPM Wheel Bearing Grease 
protects bearings under all conditions 


@) 
oa 














e- 


Provides a tough, resilient lubrication 

film that protects against heavy pound- 

ing and overload pressures 

Sticks tightly to all bearing surfaces 
feeds slowly and stays in 

clearances. 


smallest 


Resists water and extreme heat 
melt and run off onto brake lining 


won't 


‘ Cae 


FOR MORE INFORMATION about this or other petro- 
leum products of any kind, or the name of your 
nearest distributor handling them, write or call 
any of the companies listed below 


COMPANY OF CALIFORNIA, San Francisco 20 + STANDARD OIL COMPANY OF TEXAS, El Paso 
THE CALIFORNIA OlL COMPANY, Barber, New Jersey + THE CALIFORNIA COMPANY, Denver 1, Colorado 
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“AIRGLIDE” DECK and HALF 


CRUISER 


a 


— « 


~%, 








PANORAMICO: 


AIRE ACONDICIONA 





Luminator 


al reading lights. 


Tropic-Aire air conditioning 


unit with 3 liesel engine for con- 


tinuous Op* 


13. Flush type tf d lavatory facilities 


optional 


“ 








30 HP independent air conditioning assures 
moximum efficiency without interfering with 


performance of coach lar 








14. Radio and public address system 
(optional) 


For complete specifications 
and delivery information, 
‘PHONE, WIRE or WRITE 


15. Snack bar (optional). 


16. Swivel seat and card table (optional). 


C. D. BECK & COMPANY, INC., SIDNEY, OHIO, U.S.A. 
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mounted over 


length front air suspension unit controlled 
es es ee ee by vertically mounted airplane type shocks 
tondem oaxile 


een 
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Equipment on Beck 40-Ft. “AIRGLIDE” era and Half Coach 


Ylew— | 
~~ Revolutionary AIR SPRING 


The GENERAL AIR SPRING in various sizes 
is now available to all vehicle and suspen- 
sion manufacturers for design into com- 
plete suspensions and for conversions on 
both single and tandem axles. 


IS YOUR ANSWER 


TO LOWER COSTS *& REDUCES MAINTENANCE costs 


Automatically measured air pressure fits every load con- 
dition from maximum to empty. This results in proper 
riding deflection, maximum spring efficiency. 

* INCREASES PAYLOAD Bottoming of springs with resulting strain on axles 
and frame is eliminated. 

The General Air Spring permits a savings of approxi- The absorption of road shocks and high frequency 

mately 300 pounds more than the average steel suspen- vibration reduces metal fatigue in frame and body. 

sions. This allows up to 300 pounds more payload. Rubber mountings require no lubrication, minimum 


attention, 
INCREASES SAFETY 
ai ; ve REDUCES OPERATING COSTS 
Che General Air Spring assures positive braking action. 


Equal axle loading is maintained while brakes are Controlled, easy ride and positive braking action reduces 
applied, giving maximum brake effectiveness. No chatter, bounces, excess deflection and skidding. Results in more 
hop or bounce ... loaded or empty. tire carcass life and slower, even tread wear. 

Automatic air pressure control keeps body parallel to Controlled ride reduces cargo breakage. Eliminates 
ixles eliminating heeling over due to misloading, shift- high frequency vibration and reduces damage to perish- 
ing loads or high crown roads. able goods. 


Fe lt eae 2 


@ For information write: Air Spring Division 
The General Tire & Rubber Co. 
AKRON, OHIO 


1 1955 BUS 
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Another great forward stride in the motor coach building industry 

is the development of C. D. Beck and Company’s new 40’ Deck-and-Half 
coach. The new model assures the ultimate in luxurious travel 

» » » Mr. H. R, Fouss, General Manager of C. D. Beck and Company, 
says: ‘Passenger comfort has been kept fully abreast of the mechanical 
developments through the use of Tropic-Aire — Carrier air conditioning 
equipment. This system incorporates an independent gasoline or diesel 
engine* and assures full-capacity air conditioning under all conditions, 
whether the coach is on the highway or standing in a station.” 

» » » Needless to say, Tropic-Aire— Carrier is proud to have 

played a part in this outstanding new development. 


*Common fuel supply optional 


wv 
4 LE R A. Detailed information upon request. 


TROPIC-AIRE, Inc. 
5201 W. 65th St., Chicago 38 


Tropic-Aire, inc. is @ subsidiary of McGraw Electric Co. 

















She’s sure to be safer, more dependable, 
and less costly to maintain. 
BUDD WHEELS are standard equipment. 


Like so many other bus manufacturers C. D. Beck Co., Inc., puts it this way: 

and bus operators—the people who * . . we have used Budd Wheels for 
make the Beck “AIRGLIDE” Cruiser the last twenty years. All in all, we 
specify Budd Wheels. have probably purchased several thou- 

Longer tire wear, lower maintenance sand sets of wheels from your company 
costs, smoother, safer running under during this twenty year period of time. 
all conditions, over any road . . . these We feel the Budd Wheel is by far the 
are proven-positive attributes of the best on the market today and it has 
judd Steel Dise Wheel. been used as standard equipment on 


H. R. Fouss, General Manager of all our coaches.” 





AKRON— Motor Rim Manufacturers Co DAYTON—Rim & Whee! Service, inc 


BUDD 
WHEEL 
DISTRIBUTORS 


ALBANY — Wheels. incorporated 
ALBUQUERQUE —Wheels & Brakes. inc 
ATLANTA—Harris Automotive Service, inc 
GALTIMORE—R. W. Norris & Sons, Inc 
BIRMINGHAM— Wheel, Rim & Parts Co 
BOSTON—New England Wheel & Rim Co 
BUFFALO—Frey, the Wheelman, inc 
CHARLOTTE—Carolina Rim & Whee! Co 
CHICAGO— Stone Wheel, Inc 
CINCINNATI—Rim & Wheel Service, inc 
CLEVELAND—Motor Rim Manutacturers Co 
COLUMBUS—Hayes Wheel & Spring Service 
DALLAS— Southwest Wheel, inc 
DAVENPORT — Stone Whee! inc 


DENVER—Quinn & McGill Motor Supply Co 
DES MOINES— Des Moines Wheel & Rim Co 
DETROIT—H. & H. Wheel Service, inc 
EVANSVILLE—Auto Wheel & Rim Service Co 
FARGO— Wheel Service Company 

FORT WAYNE — Wheel & Rim Sales Co 
JRAND RAPIDS—Rim & Wheel Service Co 
HARTFORD— Connecticut Wheel & Rim Co 
HOUSTON— Southwest Wheel & Equipment Co 
INDIANAPOL| indiana Wheel & Rim Co 
JACKSONVILLE — Southeast Wheel & Rim Co 
KANSAS CITY —Borbein. Young & Co 
KNOXVILLE—Harris Automotive Service. inc 
LANCASTER— Standard Wheel & Rim Co 





Here are only three of the many reasons it pays to specify Budd... 





Budd Wheels are self-aligning and held to 
close-mount tolerances— they can’t wobble, 
can’t shimmy. 


Budd mountings do not depend upon fric- 
tion alone, but provide positive torque 
transfer from engine or brake directly to tire. 


A steel rim is permanently affixed to a steel 
disc and driven by positively positioned 
ball faced cap nuts spelling safety and 
stability. 


Your distributor, listed below, can show you 
facts and figures that will prove beyond question 
how costs decrease and efficiency increases 
when you specify Budd. See him soon—and 
see for yourself. 


THE BUDD COMPANY Detroit 15 


PIT TSBURGH— Wheel & Rim Sates Co YRACUSE—-Cotbourn Wheel & Mim Service inc 
PORTLANE x Robbiees’, inc TACOMA ix Robbiees , inc 
t PROVIDENCE —New England Wheel & Rim Company TOLEDO —Wheel & Rim Sates ( 
ee!, Brake & pl RALEIGH—Carolina Rim & Wheel Co WICHITA—Borbein, Young & Co 
g Equipment Co ne RICHMOND — Dinie Wheel Co.. inc WINSTON. SALEM — United Automot 
ee ROCHESTER —Frey, the Wheelman, inc 
Wheel, Brake & Supply Co SALT LAKE CITY —Henderson Rim & Wheei Service EXPORT 
ve ety inc SAN ANTONIO — Southwest Wheel & Equipment Co SLEVELAND—<¢ Brandes, Inc 
ticut Wheel & Rim Co SAN FRAN ( Wheel Industries. Inc 
hern Wheel & Rim Co SEATTLE —Six Robblees’. inc CANADA 
atec SOUTH BEND— Wire & Dise Wheel Sales & Service CALGARY — Mutual Supplies. Lid 
uthwest Wheel. inc SPOKANE — Bearing & Rim Supply Co EDMONTON — Alberta Wheel Distributors Lid 
&£ Equipment Co., inc SPRINGFIELD. ILL Iinors Wheel & Brake Co MONTREAL—Auto Wheels & Supplies, Ltd 
L Rin SPRINGFIELD. MO —Borbein, Young & Co TORONTO—Wheel & Rim Co. of Canada, Lid 
Kay Wheel Sales Co ST. LOUIS—Borbein. Young & Co VANCOUVER —Wheeis & Equipment, Ltd 
mas Wheel & Rim Co.. inc ST. PAUL —Wheel Service Co WINNIPEG—Ft Garry Tiwe & Auto Supplies Ltd 











C. D. Beck & Company has used McCord Radiators 
for many years because they provide the extra 
cooling necessary for successful bus operation. 


The McCord “HV” type continuous fin tubular 
radiator will supply dependable cooling for the 
300 horsepower Diesel engine used in their new 
40 foot Deck and Half bus. 


M°COR 





TCHES... 


A Lipe 17” Toggle Lever ‘‘TC’’ 
Clutch is used on this modern, luxuri- 
ous deck-and-a-half coach, manufac- 
tured exclusively % Cc. D. Beck and 
Company, Sidney, Ohic. This entirely 
new bus is an air-conditioned 40 ft 
unit with dual rear axle, 300 H.P 
Diesel Engine, heavy duty mechanical 
type drive, and power steering 


TYPE TC — for Extreme Heavy Duty. A non-adjust- 


able, spring loaded, dry plate clutch, the “TC” compensates for fading pressure 
of expanding springs, never loses torque capacity while there is a reasonable 
amount of friction material left to hold. 1542", 17” single plate and 17” two 


plate sizes available. Recommended for use with engines developing from 600 
up to 2800 fr. lbs. gross torque. 


TYPE DP-a New, Heavy Duty Design. A spring 


loaded, non-adjustable, direct pressure clutch. Unusually simple construction. 
Smooth, positive engaging characteristics. Available in 13”, 14” and 15” single 


plate, 14” and 15” two plate sizes. Recommended for use with engines develop- 
ing from 300 up to 1300 ft. lbs. gross torque. 


Let us help YOU select the Lipe Clutch best suited to your 
requirements. Our engineers will be glad to study your vehicle speci 
fications and submit detailed recommendations. Write, wire or phone 


- 
Menvlecturers of Automotive Clutches ond Mechine Tools fas XKipe - o 0 L F Ww A u 








DECK AND HALF COACH WINDSHIELD 
WIPERS 


equipped with TRAVEL-LAV | ARE 


STANDARD EQUIPMENT 











On this new 40 ft. BECK 
Complete - Compact - Modern eee pm | “Airelide” deck and half cruiser 


. « ?, ) Sprague manufacturing skill plus 
Toilet and Washroom Facility | | || Serene tee- proven sngineering ox 
Be ' perience assures exceptionally long and 
We solute the new DECK AND HALF COACH built by GARE orate Beem gare des Paegeen 
D. Beck and Company of Sidney, Ohio. '" is the last ’ - | pocry ‘ ce mo Ss wre - 
f ‘ - | your fleet will have less time out from 
ord in modern convenience and passenger comfort. 6 : ; 
; profitable operation due to wiper 
An impe t feature is the lotest TRAVEL-LAV by | failure. Ask your jobber or write us 
Angelo Colonna. This patented unit is constructed exclu- Sue debtiin 
vely of stainless steel! and is noted for maximum efficiency 
ind sanitation 


n the minimum space available it provides modern wash- 
m and toilet facilities, complete with running water, 


paper towel and toilet tissue dispensers—all in one self- ‘ rague 


yntained unit 
| DEVICES, INC. 
| ANGELO COLONNA Wetctrciece c'fetainot Ses, rie 20°re 


Michigon City, Indiana 




















WATCH FOR IT 


coming in June... 


30th Annual Maintenance Issue 


S of 
ad OTransportation 


... packed with hundreds of new ideas 
for cutting your maintenance costs through the use 
of modern techniques, 


shop equipment and power tools. 


WATCH FOR IT 





4.4 RANCHUELERA 


As modern as tomorrow—and it’s here today! From the wrap-around 
windshield to the “sure-footed” 8-wheel rear truck, C. D. Beck and 
Company, Inc., creators of this highway queen, have spared no expense 


to produce a new concept of travel luxury. 


A spacious snack bar, restful reclining seats, full view picture windows and 


two lavatories are unusual features of the interior appointments. 


Out of sight, beneath the body of this streamlined beauty, is the secret of 


much of its relaxing restful comfort .. . 


GABRIEL sock nssorsers 


“The Greatest Name in Ride Control” 


You, too, can profit by installing Gabriel Heavy Duty Shock Absorbers. 
Our trained engineers will be glad to call upon you. Wrife today. 


1148 EUCLID AVENUE 
THE ey -V-3 a8 ae COMPANY CLEVELAND 15, OHIO 
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WiCHEST QUALITY 9 
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Sho) Rw OW) 


solved an emergency 


problem, it is now SPECIFIED R, 
FOR THIS ENTIRE FLEET— ¢ 


om; 
I a es Oil change period increased to 2000 
K ING COFFEE, INC., Detroit, / miles. che 


M ichigan, began using Shell Rimula Ce Oil filter change period was doubled. 


Oil to clean-up dirty engines. Engines were Oil consumption greatly decreased due 
o badly sludged they stalled at idle: friction to clean, free-moving pistons. 


a“ 
was so great that drivers thought batteries a Engines in for overhaul were excep- 
“ tionally clean and free of sludge. 


7 


were defective. 
| r : . 2 Because of this outstanding lubrica- 
\fter changing to Shell Rimula Oil, stall tleik Hefermnanes, Shell Rinuia Of 


ing was eliminated. In addition, use of Shell specified for the entire fleet. Why don’t 
Rimula Oil gave this fleet the following cost- you try Shell Rimula Oil in your fleet? 


aving lub ication advantages: 


SHELL OIL COMPANY 


50 WEST SOTH STREET, NEW YORK 20, NEW YORK 
100 BUSH STREET, SAN FRANCISCO 6, CALIFORNIA 





SASH FOR EVERY TYp, 


OUT OF 


1954 BUS TRANSPORTATION AWARD WINNERS 


St. Lovis Public Service Co. 
St. Louis, Miss 
Capital Transit Co 
Washington, D. ( 
The Connecticut Co. 

New Haven, Connect 
Kansas City Public Service Co. 
Kansas City, Miss« 
Atlantic Greyhound Corp. 
Charleston, W. Virg 
Teche Greyhound Lines 
New Orleans, Louisiana 
United Transit Co. 
Providence, Rhode 
Lovisville Transit Co 
Louisville, Kentucky 
Dixie Greyhound Lines Inc. 
Memphis, Tennessee 
Harrisburg Railways Co. 
Harrisburg, Pennsylvama 
Conestoga Transportation Co. 
Lancaster, Pennsylvania 
Delaware Coach Co 
Wilmington, Delaware 
Southern Pennsylvania Bus Co. 
Chester, Pennsyivar 


Ohie Valley Bus Co 
Huntington, W. Virg 


New England Greyhound Lines, Inc. 


Boston, Massachusett 


The Bristol Traction Co. 
Briste!, Connecticut 
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1,144 busses) 


903 busses) 


676 busses 


517 busses 


476 busses) 


252 busses 


416 busses 


409 busses 


225 busses) 


177 busses 


(105 busses) 


138 busses 


94 busses 


74 busses 


66 busses 


15 busses) 


EDWARDS SASH-EQUIPPED! 


it's on the record—Edwards Sash continues to be the choice 
of leading bus builders and profit-minded operators! 


Whatever your service — city, town or cross-country — 
there's an Edwards Sash thot meets exactly (and econom- 
ically) every operating and service requirement. Get the 
facts—and you'll get Edwards Sash. Write for complete 
information. 


EDWARDS SASH 


THE O.M. EDWARDS CO., INC., SYRACUSE 4,N.Y. 
New York Office—50 Church St., N. Y.7,N.Y. 
In Canada: O. M. EDWARDS CO, “Arve.” 
Offices and Plant 
335 Laurentian Boulevard. 
St. Laurent, Montreal 9, P.O. 
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3 ways to better performance 


1. GET the most with the 
Purolator Micronic Oil 
Filter—First and Finest 


Here is a true high-speed, heavy-duty 
oil filter. It traps more dirt, 
finer dirt, faster. It takes out the 
contaminants that reduce oil efficiency 
—leaves in the additives that give 
modern high detergency oils their high- 
speed, high-compression proficiency. 
It won't warp, wilt or disintegrate. 
There is a Purolator Micronic Oil 
Filter engineered to fit every make and 
model of passenger car, bus and truck. 


», 


2. GET dependable 
oil filtrations at low 
cost with Purolator’s 
Pur-Pak elements 


This filter element is engineered for fleet 
service—designed and built to answer 
low-budget maintenance problems. 
Constructed of finest, lint-free cotton 
fibres . . . laboratory-tested, road-proved 
... every Pur-Pak element will give dirt 
retention unsurpassed for its type. 
Purolator Pur-Pak elements are 
available for every type of: fleet operation 


Lis 
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...3 ways to save money! 


; oe « " 
Sie 9 . *, , 7% tee SF OTe eee 
~ » What As < Sb, See * 


® y¥trs 


Tree MS. Get the air filter that 
4 outperforms all others 
..- Purolator’s DRY TYPE 


All the advantages you've been looking 
for are combined in this one Purolator 
Dry Type Air Filter. 

Easy to install. Compact, weighs less, 
lasts longer. You can service it 
in seconds. 

Filtration is positive. Yet air flows 
freely —therefore there is no reduction 
in horsepower. 

Backfire tested and approved. Refill 
not subject to distortions or 
disintegrations. 

For full information on any of these 
Purolator units contact your regular 
Purolator supplier. 











PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey 
and Toronto, Ontario, Canada. 











INCREASES 


PARTS LIFE 4BO% ! 


Le 


Keeps 'em Rolling ! 


——_——— 


Facts prove Sinclair LITHOLINE’ Multi-Purpose Grease has increased 
the life of King Pins, Shackles and U-Joints at least 40%. And in case 
after case, cost-conscious fleet operators have found that LITHOLINE 


can’t be topped for improved performance, reduced maintenance and 
lower repair costs. 


With this one grease, you get superior lubrication of chassis, wheel 
bearings, water pumps and universal joints. At the same time, you cut 
down on grease inventories, eliminate the danger of misapplication and 


reduce the possibility of contamination. 


[ry LITHOLINE in your operation. It’s smart fleet management. See 
your nearest Sinclair Representative or write: Sinclair Refining 
Company, 600 Fifth Avenue, New York 20, N. Y. 


SINCLAIR LUBRICANTS 





RECENT INSTALLATIONS 


400 Rapid Transit Cars — 
CHICAGO all electric door cperat- 

oor operating ing equipment. 

it ated CHICAGO 300 Buses — push doors. 

Bs, sensitive i 

80 Rapid Transit Cars — 


CLEVELAND pneumatic door operat- 
control interlock — all electric ing equipment. 


edges — brawes accelerator and 


push-door operators. , 
40 Rapid Transit Cars — 
BOSTON 


pneumatic door operat- 


All electric or pneumatic door we aeEM. 


operating equipment. . . also, 





safety switch panels and heating 


equipment. 


consolidated 


METAL PRODUCTS CORP. force 169 
(Formerly Consolidatéd Car Heating Co, Inc.) 


NEW YORK ALBANY CHICAGO 


For complete information address: 413 No. Pearl St., Albany, N. Y. 


April 1955 * 
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Fleet operators, now using or switching over 
to tubeless tires, can choose from these Stand- 
ard Schrader Products 


CLAMP.-IN, SNAP-IN, BUT- 
TON-IN ... you can easily han- 
dle tubeless tire valve service 
with these genuine Schrader 
Products. You can mount new 
tubeless tires, make valve re- 
placements that match the origi- 
nal equipment, install change- 
overs from conventional tires 
... even replace the valve with- 
out demounting the tire. And 
Schrader Tubeless Tire Valves 
provide the same time-tested in- 
flating, gauging and valve oper- 
ating principle used on all vehi- 
cles since the first pneumatic tire. 


Use either of these tools 


to mount Snap-in 
type * 54 


No. 552 PULL TYPE 
MOUNTING TOOL 


Use to install any Snap-in tube- 
less tire valve, regardless of base 
size, design or rim width. Can 
also be used to remove worn or 
damaged valves. Cannot puncture 
valve base. 





No. 505 PULL TYPE 
LEVER MOUNTING TOOL 


For speedy assembly work, use 

this pull type lever tool. Installs -- 
or removes any Snap-in valve ii 
quickly, easily, and safely. As- 4 
sures perfect seating of valve. No 

punctured valve bases. 9 


And remember: Schrader makes a complete line of air accessories and supplies, 
both for new tubeless and conventional tires. Order from your Schrader supplier. 





A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 


~ 
4 470 Vanderbilt Avenue, Brooklyn 38, N. Y 
FIRST NAME IN TIRE VALVES 


ce vn man on FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
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Worried over 
Availability ? 











The nah to see is your United Motors Distributor! 


ORIGINAL EQUIPMENT 
CHASCIC AND ENGINE PARTS FOR 


murick + (2dfMae - CHEVROLET 

GMC + OLDSMOBILE - PONTIAC 
Plus- 

MORAINE 


ENGINE BEARINGS 


AUTOMOTIVE MOTORS 


HARRISON 


RADIATORS 


ROCHESTER 


LiGuTeRs 


Delco-Remy 


STARTING, LIGHTING, IGNITION 


HYATT 


ROLLER BEARINGS 


DELCO 
. LA x0 N 
MORAINE 
NEW DEPARTURE 
Ryn 


TS anor 


GAUGES — SPLEDOMETERS 


smock assonerces 


ROCHESTER 


cameuetrors 


Saginaw 


sTeteme 


HARRISON JStche 


WERMOSTATS 


‘Re. ea 


Sean Limes 


taurs 


ELECTRONIC FARTS 


CABLE PRODUCTS 


GM HYDRA-MATIC 


wHrTs AnD Pants 


GENERAL MOTORS PRODUCTS «-...:. 


He is the man with the right answers for a lot of your 
fleet problems—and ready availability of service parts 
is one of them. 


Wherever you are, you're close to a United Motors dis- 
tributor. His stock of service parts is backed by a 
nationwide system of GM and UMS parts warehouses 
that assure you of the right part—right when you want 
it! AN D they are General Motors products. That means 
they are the same parts used as original equipment on a 
large percentage of the nation's trucks, buses and cars. 
They’re your best bet for miles and miles of trouble- 
free service. 


Remember, for quick availability that means less down- 
time, the man to see is your United Motors distributor 
—there’s one nearby. Talk over your fleet problems 
with him and see how he can help you make a good 
business even better! 


* Listen to Lowell Thomas on CBS Radio Network— 
see your newspaper for time and station. 


UNITED MOTORS LINES 
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Comfort for commuters 
means revenue for operators 














e Geneva quality woven fabric, or / 
421,-0z. vinyl-coated fabric 


« Individual foam-rubber backs 2 

e Deluxe spring cushion 

e Spring-steel retaining clips « More individual sitting space 

« 16-gauge, 1”-O.D. tubular « Tubular aisle and wall legs 
frame « Oven-baked enamel finish, except 

e Stationary set-forward footrest as otherwise noted 

« Tubular aisle-side arm, rubber- 
padded, viny!-upholstered Alternate features: 

« Stainless-steel robe rail « Other types of covering material 

e Stainless-steel grab rail « Deluxe, saddle-shaped, 

e Rigidized stainless-steel back continuous full-depth, foam- 
panel rubber cushion 


American C () 1) MN lj te f Amewcan Seating Company 


WORLD'S LEADER IN PUBLIC SEATING 


Non-Recliner Model 5405 alan aierneg aitatietasnie panties Gites 


Manufacturers of Transportation, School, Theatre, Auditorium, Church 
Stadium Seating, and FOLDING CHAIRS 
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riow to 

take the ‘sting’ 

out of a. i 
maintenance bills.. 


CORRECT LUBRICATION 


THE FLYING RED HORSE COMPANIES: SOCONY-VACUUM OIL COMPANY, INC., 





Use Socony-Vacuum’s Quality Products, 
Engineering Service and Simplified P.M. System ! 


FAMOUS QUALITY PRODUCTS— 


Delvac Oils — for all gasoline and automotive Diesel 


seaceee 


engines. 

Mobilube GX — multi-purpose gear lubricant for all 
enclosed gears — manually operated transmissions, 
transfer cases, final drives. 


enema 
' li) 


Mobilgrease — types and grades for correct lubrica- 
tion of all chassis parts, engine accessories. 


AL | 


LUBRICA NGINEERING SERVICE — 


We will a ur feet conditions, advise on lub 
rication ind inspection periods We also 
provide th es of expert lubrication engineers 
when ne ive you progress reports of benefits 
ichieved ) earch laboratories our 8Y years 


experience ill at vou service! 


SIMPLIFIED P.M. SYSTEM — 


Just three things to work with — record folder 
work sheet, control blackboard. We supply folders, 
work sheets — show you how to use them — help you 
set up entire system. It’s simple, foolproof, profitable 

helps reduce wear, repairs, breakdowns ,. . cut 


maintenance costs to the bone! 





SOCONY-VACUUM 


FOR FLEET OPERATORS 


MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 
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— BUT MIGHTY TOUGH! 


© limmer. .. because it needs no 

“" braid. That means it is easier to 
install in tight places. Tougher... its abrasion resist- 
ance is equal to lacquered braid. 


Packard ‘‘404”’ insulation is different from ordinary 
commercial plastics. This compound was developed 
especially to meet all automotive requirements with- 
out the use of braid. 


The “‘404”’ insulation is oil-proof, flame-proof, mois- 
ture-proof, acid-proof, and it does not age. Think 
what that means in safety and long life! It is original 
equipment on the majority of the new cars being 
made. Millions of feet are made daily for the pro- 
duction of cars, trucks, buses and tractors... and 
it is lower priced. 


You will be adding accessory circuits to vehicles 
equipped with this cable. Get a stock of this Packard 
low-tension cable from your Packard jobber . . . also 


these other members of the “BIG 3” in the cable 
business, shown at the right. 


CEmeRmar 
MOTORS 


REG. U.S. PAT. OFF. 


Packard Electric Division, General Motors, Warren, Ohio 
FOREMOST BUILDER Oo F 


be il, 1955 


AUTOMOTIVE 


PACKARD BATTERY CABLES-—-used on more new 
cars, trucks, buses, and tractors than any other 
make. Now Packard LEADALLOY battery cables 
are insulated with Packard's new “809” com- 
pound positive protection against acid, grease, 
oil and heat. All Packard battery cables are built 
to deliver full starting power--all enjoy wide 
acceptance everywhere 


PACKARD TELEVISION-RADIO SUPPRESSOR IGNITION 
CABLE recommended where ignition interferes 
with radio and television reception. Also used to 
suppress interference in two-way communications 
systems in automotive, marine, aircraft and other 
applications. Supplied in kits and factory-made sets 
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always call the turns 
with GMC kingpins on the job 


VEN a route filled with hairpin turns 
EK won't worry the next driver of the 
GM Coach in this shop scene. He’ll know 
he can always count on the same instant 
response —the same sure steering control 
—every time he touches the wheel. 


You see, the kingpins the mechanic is 
installing are GMC factory-engineered 
kingpins. 


Special heat-treating processes give them 
a super-resistance to erratic wearing that 
invites steering difficulties. That’s also 
insurance against wheel misalignment — 
one of the biggest threats to the life of 
your tires. 

And these pins last longer. Their cores of 
extra-tough yet resilient metal shrug off 
the incessant shock of rugged bus-work. 
Outer surfaces — of near-file hardness — 
defy the constant abrasion that comes with 
every steering action. 


But kingpins are not alone in this kind of 
GMC super-quality. You get an extra 
measure of dependability —and perform- 
ance—in every GMC factory-engineered 
replacement —from oil seals to complete 
Diesel engines. 


Where do you get them? GMC Parts 
Warehouses throughout the country carry 
everything you'll need for almost any GM 
Coach in service today. So your safest 
source is also your most convenient! 


— best part of 
any service job! 


GMC TRUCK & COACH-A General Motors Division 
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Figures Prove it! 


you save up to 4 cents 

per mile on fuel and maintenance 
by converting your gasoline-powered 
coaches to 


Fageol-Leyland diesels! 








Operating cost figures are now coming in 
daily from properties which have converted 
their old, large-capacity ACF-Brill and 
White buses to new Fageol-Leyland diesels. 

In every case, these show amazing 
savings on fuel and maintenance costs... 


reflect reduced depreciation expense and 


capital investment charges 
Fageol-Leylands will transform your 
old coaches into the best performing, most 
economical units in your fleet. It will pay 
you to investigate today. Write Diesel 
Engine Conversion Division, Twin Coach 


AA 


Company, Kent, Ohio. 


TYPICAL FAGEOL-LEVLAND SAVINGS 
... based on a total of over 3 million miles 





Previous 
Gasoline 
Miles-per-gallon 


Present 
Fageol-Leyland 
Miles-per-galion 


OPERATING COMPANY 


Savimere Trendlt Gai. i 6. ob. 6 ee eee a ee . 4.2 





Berea Bus Line Co 

Capital Transit Co 

City Lines of West Virginia, Inc. 
Cleveland Transit System : 

Deere Bros 

Nashville Transit Co.. 

Somerset Bus Co Se ee 
South Carolina Electric & Gas Co.. “s 
Southeastern Greyhound Lines . 
Southern Pennsylvania Bus Co.. 
Terminal Island Transit Co. 

United Transit Co.. 


Virginia Transit Co 





Williamsport Transportation Co. . 


“A 


kV), 

















Additional details will be gladly turmshed upon request. 


TWIN COACH COMPANY 
KENT, OHIO 





“I make more money on every carburetor job...with 


Special Carburetor Service Tools” 


Take the whole wide run of service jobs... only automatic 
transmissions will average trickier and more time-consuming than 
modern carburetors! But your money-making angle is no different 
than with a lot of other jobs... skilled know-how p/us the right tools ! 
Particularly on carburetor work that means special tools. A selected 
set of correctly designed “Specials” that will help you handle 

the tedious, poky operations deftly, swiftly, profitably. Your 
Snap-on Man has them for you... gauges (many special types), 
pullers, inserters, unloaders, extractors, wrenches, bending 

tools, sockets ...a complete range of “Specials’’ most needed 

» for servicing each model of carburetor on all modern cars. 

S Available also in complete sets with necessary standard 
wrenches. Ask your Snap-on Man to show you the 

many new Snap-on carburetor “Specials.” 


. r 
ty 
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y Wd WOKE OF BETTER MEC HANICS 


SNAP-ON TOOLS CORPORATION “™ 
8040-D 28th Avenue ¢ Kenosha, Wis. 


ark of sp-on Tools 
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This is the “Torture Chamber”... 
Here TDA proves axle quality! 


An axle is picked out of stock—then 
subjected to such tests as a simu- 
lated “chuckhole” shock every 4 
seconds, 24 hours a day for months! 
Or a “bend test” on an axle hous 
ing for 1,000,000 cycles. Or an axle 
shaft “twist test” of 14° backwards 
and forwards 36 times a minute, 24 
hours a day, days on end. We even 
simulate 500,000 miles of the tough 

est driving situations in just a few 
days —or invent a test like driving 
uphill with a full load from Cali 
fornia to New York nonstop! 
There's no other testing like it! 


WE HIT 648,000 


in the famous, one-and-only 
indoor proving ground! 


We give axles a merciless beating! Equal the worst possible 
operating conditions. Then throw in some devilish tests of our own! 


it’s without equal! Nowhere else 

h murder torture show you 

e, how an axle is built to 
on the 

mndensed a multi-thousand 

‘ ground into one room in 

nken- Detroit “Torture Cham- 

ere, our engineers can put over 

of experience to work for you 

ed experience, obtained in 

ixles for all types of trucks, 


buses, trailers, farm machinery. Here, 
we can give stock axles and gearing 
“the works” indoors, to any outdoor 
operating condition —- under scientific 
control and analysis. 

How do you benefit? In longer axle 
life, less maintenance, repairs and 
downtime; lower operating costs. 
That's why Timken-Detroit axles are 
the choice of leading manufacturers 
and operators. 


Meet our “Torture Tester’! With 
graphs showing speed and torque 
performance under any operating 
conditions he chooses—with special 
dials, recorders and electronic de- 
vices—he actually drives axles with 
scientific accuracy from his chair! 








To help insure your profit picture ... specify 
TIMKEN-DETROIT AXLES WITH HYPOID GEARING 


Hypoid gearing for bus axles was pioneered 
by Timken-Detroit. Proved in billions of 
ton-miles of actual operation. Designed to 
give the slower gear ratios necessary for 
modern engines without loss of strength 
Pinion is bigger, stronger . . . bearings are 
larger more teeth in contact reducing 
loading per unit of contact area. Torque 


transmitting capacity increased to step up 
performance and rugged power. 


You get TDA brakes, too! 
Every Timken-Detroit bus axle is equipped 
with Timken-Detroit brakes. So, when you 
specify “Timken-Detroit” on your new 
rubber-tired equipment you know you're 
getting the low-cost operating combination 
that’s the “Accepted Standard” of the indus- 
try. Make sure every new transit vehicle 
you buy is Timken-Detroit axle-equipped! 


‘CHUCKHOLES A MONTH 


Timken-Detroit Axle 


New TDA brake shoes save 
up to 40 Ibs. per axle 


@ Lightweight, pressed steel construc: | 
tion to give you more payload plus ‘ 
long wear and safety. Exclusive 14’ 
TDA “Econoliner” brake liners held 
rigidly by 12 deep set rivets per block 
—not bolts. Liners are thickest at center 


where greatest wear occurs—taper down 

at ends. Result—longer wear, greater 
stopping ability. New cam roller mountings 
never seize or brinell. Light nylon camshaft 
bearings wear up to 4 times as long! 


“TORTURE-TESTED” 
to Save Money on the Job 


World's Largest Mo 
rucks, Bus 


facturers of Axles for 

s and Trailers 

Plants at: Detroit, Michigar 
New York « 


* Oshkosh, Wisconsin + Utica, 
Ashtabula. Kenton and Newerk, Ohio 
New Castie, Pennsylvania 





BUS OPERATOR 


built his own buses— 


They say it’s a buyer’s market. 
Well, the truth is, for the 
bus operator, it’s always been 
a buyer’s market. 
No American businessman sets more exacting 
standards than the bus operator in his purchase of 
new equipment. There is good reason for this, for the 
operator's success or failure is toa very large degree 
determined by the efficiency of the vehicle he employs. 
This yardstick of efficiency is likewise applied to every 
component part that contributes to bus performance. 
That's why you can be certain if bus operators 
built their own buses, Zenith* would be 
the choice for standard equipment. 
One more reason why —if you build, buy, sell or 
operate buses, Zenith should be your choice 
for the best in carburetion. nes. 0.5. PAT. OFF. 


ZENITH CARBURETOR DIVISION OF Bendix 


Aviation coareeation 


696 Mert Avenue, Detroit 14, Michigan «© Expert Sales: Bendix international Division, 205 East 42nd St., New York 17, N. Y. 
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HERE’S WHY YOU MAKE MORE 


MONEY WIT 


You get big benefits in advanced design and 
. . benefits 
that bring greater profit-earning ability all 


construction in Mack bus features . 


through the long useful life of each bus. 


if fuel 


With the Macl 


can realize sub 


hermodyne * Diesel, you 
ial fuel savings day in day 


out, year after 


! competitive in weight 


weight savings plus safer, 
rtress Frame construction. 


You get import 
stronger Mack F*\ 


Most efficient heating and ventilating 
Built-in, pressurized Mack Evenflow heating 
and ventilating system is the simplest, most 
efficient in the industry. 


Less down-time 

Quicker return to revenue service is possible 
because of Mack’s dependability and Planned 
Accessibility. 

Better driver vision 
Full-view windshield 
hand side blind area. 


no “‘chopped-off”’ right 


More headroom 


Greater headroom for standees than is found 
in other buses. 





The finest Mack buses ever built 
are rolling off the assembly line 





Finest Macks ever built—that’s what opera- 
tors are saying about the buses now on the 
lines at Mack's modern bus plant in Allen- 
town, Pa. These money-makers are repre- 


f 


EVER BUILT 


sentative of fifty-five years’ accumulated 
bus-buiiding knowledge and experience. 
The first bus was a Mack—the first Mack 
was a bus! 


Recent Mack customers: 


PUERTO RICO TRANSPORTATION AUTHORITY, SAN JUAN, P. R. 50 Model C-47 


METROPOLITAN TRANSIT AUTHORITY, BOSTON, MASS. - 30 Model C-49 


MONTREAL TRANSPORTATION COMMISSION, MONTREAL, QUEBEC 25 Model C-47 


CITIZENS RAPID TRANSIT COMPANY, HAMPTON, VA. 6 Model C-41 


MACK MANUFACTURING CORPORATION 
Empire State Building, New York 1, N. Y. 


























WHAT'S NEW 


Continued from page 48 


7 
“We're all set on smokes, drinks, hotel rooms, theater tickets and night club 
reservations. Oh! .. . Almost forgot the agenda.” 


rarbo-Jet Metolixing Gun | W@W TUNG-SOL All-Glass Sealed Beam 


... is said to be exible that one | 
gun will take car ill spraying op- | VISIO | 
erations. The gu be used in a g 
tool post or hand ited and weighs 
only five and a} . 


The Turbo-Jet sprays an extremely IMPROVED BEAM PROVIDES 
fine, dense coating, using wire from BETTER VISIBILITY 


20 gauge to 3/\( liameter, from 
the higest melting t molybdenum 











to the lowest m« point wires, It 
is a general pur] un, and sprays 
both hard and s metals without 
changing worms rs, or feed rolls. 
Dual feed rolls idually driven 
eliminate any pos ty of wire slip- 


page through th and provide a _oarqnuomal sealed beam Mendlamp sine: 40 cms 
| 4 ey ype legit cowses back reflectson from 
more positive fee V etallizing Com- rom, sme or dust om che on thus blocking vbday @ 


pany of America 0) W. Carroll BS a apo fe wns gst an 
4 weother ~see further m good weather The hgh shee « lev 


{ve., Chicago : 


New Special Oil... 


. . that reduce | engine sludge 
and wear is now the market. 

Substantial sa\ in maintenance, 
longer operating time between engine 
overhauls, lower nsumption and 
engine wear have been reported by 
the manufacturer. On the new “Rim VISION-AID HEADLAMP is the most power- 
ful and the safest headlamp ever developed. 
Light output has been increased by anon the 
rs - lower beam wattage from 35 to 40 and the 
0 West 50th Si Vew York 20, upper beam from 45 to 50 watts 


v. ¥. VISION-AID HEADLAMP provides 23 per 
cent more light on the low beam and 26 per 
cent more light on the high beam 


Rectangular Mirror Heads VISION-AID HEADLAMP projects the pass- 
ing beam up to 80 feet farther ahead, but more 
‘ to the right, at the same time reducing the 
available. The : offer replace- amount of light directed toward an approach- 
able mirror glas tected by rub- ing vehicle 


ber guard, and « adjustment to VISION-AID HEADLAMP produces less un- 

tle | he d treng } . ligh Be the first in your Communuy to offer this 
any angle. 1e ¢ e strength mir- controlled light, thereby reducing the light new and safer headlamp to your customers 
ror glass is lock place by the reflected back at the driver from fog, rain, dust hitandicaa 
Of snow encountered in bad weather 


ula” oil. additio: nformation can 
be obtained from Shell Oil Company, 


offering tl uivantages are 











rubber guard ‘A ilvered surfac es 
and edges doubl ted and gasket 


ed 0 reve aete ri on Newark 
The stect of : k bl if k enain- TUNG-SOL ELECTRIC INC., 4, . J. 


k 
. Sales Offices: Adants, Chicago, Columbus, Culver City (Los Angeles), Dallas, Denver, Derrou, Newark 
el finish, is ribb strengthen it Philadelphia, Seaccle 
without increasi he. The ewiv- Tung-Sol makes All-Glass Sealed Beam , Signal Flashers, Picture Tubes, Redio, TV and Specul 
: _— Purpose Electron Tubes, and Semiconductor s 














Continued on next page 























with 


Kinnear 


Cteel 


Opening straight upward, Kinnear 
Rolling Doors coil out of the way 
ibove the opening, into the compact 
hood mounted on the wall Cor often 
vithin the wall, where desired). 
you full use of all space 
ind doorways at all times, No 
ra space of any kind is needed 
their opening action and closing 
ction 
The rugged interloc king steel-slat 
curtain (oviginated by Kinnear) 
ilso gives you added protection 


lhey give 


RERNEAR 


Saving Ways in Doorways 


save 


space 


against fire, theft, vandalism, storms, 
and accidental damage. 

For extra resistance to weather 
and corrosion, Kinnear Rolling 
Doors are heavily galvanized, with 
1.25 ounces of pure zinc per square 
foot of metal (ASTM standards). 

Kinnear Rolling Doors are built 
any size, for easy installation in 
either old or new buildings of any 
construction, Manual-lift, chain, or 
crank operation—or motorized push- 
button control. Write for full details. 


the KINNEAR Mig. Co. 


FACTORIES: 
3050-70 Fields Ave., Columbus, Ohio 
1742 Yosemite Avenue, Son Francisco 24, Colif. 
Cifices and Agents in All Principal Cities 
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eling steel stud is held in place by 
two inner reinforcement plates and 
three large screws. K-D Lamp Co., 
Cincinnati, Ohio 


White's New School Bus... 


with rear engine drive has re- 
cently been put on the market. 

The transit-type bus seats up to 73 
children and features the most mod- 
ern design and construction, The new 
bus has been built in three models, 
offering a choice of engine sizes and 
featuring the new White Mustang En- 
gine: Model 52-18 with 250A engine; 
Model 72-18 with 30A Mustang; and 
Model 92-18 with the 390A Mustang 
engine. In hilly locales additional 
horsepower is required. The Mustang 
engines are said to afford sufficient 
power reserve for all types of terrain. 
The White Motor Company, Cleve- 
land 1, Ohio. 


New Set of Tools... 


. for flaring, cutting and bending 
copper tubing from 3/16 to “4 inches 
is now on the market. 

The tools can be used for working 
seven sizes of standard thin-wall un- 
tempered tubing. The set consists of 
flaring tool No. 835-5 designed to 
flare tubing in 3/16, 4%, 5/16, *%%, 
7/16, % and % inch diameters. A 
tubing cutter No. 837 with a capacity 

Continued on page 118 
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This 
one grease 


does all these 
lubrication jobs! 





Now — you can do all these important lubricating jobs with an 
outstanding multi-purpose grease, with lithium base, developed 
by Gulf Oil Corporation after years of research. 








Gulfiex “‘A’”’ is one, single, timesaving lubricant that is ideal for 
the chassis, water pump, springs, universal joints, and wheel 
bearings. 

Here are some of its outstanding features: 
@ Resists the washing action of water. 
@ Won't harden at low temperatures. 
@ Performs perfectly at high temperatures. 
@ Will not lose consistency under extreme service. 
@ Easy to apply —good pumpability. 

And here’s what it does for you: 
@ Saves time on lubricating jobs. 
@ Saves on inventory —saves on equipment. 
@ Saves on space—reduces waste. 
@ Reduces lubrication costs. 


So, to save time and still get the finest lubrication possible, 
contact your Gulf representative or write for our free booklet. 


Gulflex “A’ 


(LITHIUM BASE) 
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Gulf Oil Corporation, Gulf Refining Company 
1822 Gulf Building, Pittsburgh 19, Pa. 
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R Please send me the free booklet on Gulf’s outstanding multi- 
purpose grease with lithium base—Guiflex “A.” 





The finest petroleum products 
Company 


Title 
Address 


for your every need 









































Mobile Equipment Neurg |= 


VICKERS INCORPORATED, DETROIT, aon _ 


ew! === HYDRAULIC POWER 
STEERING BOOSTER... series s23 








LATEST DEVELOPMENT in POWER STEERING for TRUCKS, BUSES, MATERIALS 
HANDLING VEHICLES, ROAD CONSTRUCTION and MINING MACHINERY 


More pact... improved in operating characteristics have no integral valving, for applications where a volume 
this new Vickers Steering Booster, Series $23 is an im- control is not required. 
portant new development in power steer! for man 
“icles, Application is much easier because it requires les MORE VERSATILE INSTALLATION 
_— ind ultimate costs are substantially lower. In Series $23 Boosters, the servo ball stud housing is sym- 
Series $23 thus opens the way to fingertip ease of steering metrical, and can be assembled in any one of four posi- 
for a wide range of additional vehicles. tions. This and the compactness of the Booster makes 








Like the preceding models, Series $23 has hydraulic lock application easier . . . increases the number of applications 
igainst road shock, Bumps, chuckholes, blown front tires, which can be made without major engineering changes. 
obstruct etc., cannot spin the steering wheel or jerk it Series $23 Boosters can be mounted interchangeably with 


out of control. This is a safety factor of great importance. Models 86-277 and S6-279 Boosters. 


Series S23 Boosters are provided either with (Model S23R) REQUIRES LESS SPACE 


or without (Model 823N) an integral relief valve. Model 


S23N i ed with Vickers VT16 and VT17 pumps that The new booster has been reduced in size by the redesign 

have integral volume control and relief valve. When the of the servo control valve. The tube connecting the servo 

larger lume Series V200 pump is used and a volume valve to the rod end has been relocated and is now on the 

ontrol is required in the circuit, the $23N is used with a same side as the fitting connection. As a result of these ‘ 
separate combination valve (see Series FM2 below). changes, Series $23 requires less space . . . works in closer 

Model 823R is used with the Series V200 pumps that quarters. 


ASK FOR NEW BULLETIN M5106 


7062 » 















MickeRs. VOLUME CONTROL and 


VICKERS Inc e 
DIVISION OF THE me Rorated 
1408 OAKMAN BLVD. at 


Applicetion Engineering OM 7 ; ing on trucks, buses and materials 

(Srookfield) © CINCINNATI: Srey TRO! equipment where the pump dees eve 

HOUSTON * LOS ANGELES ARBA DETRO! a. @ velume net include 

LIS © MEW YORK AREA N. J) ' . contro! valve. The FM2 improves 

ESTen ‘0 ROCKFORD o SANE | | a relatively consent velenn ay mroviding 
+ » é e 

SEATTLE » ST. LOUIS « rua’ INGTC WORT bad 
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Thin Saw Blades 
Cut Curved Lines 


e There are ti 
a piece of met 
other shapes tl 

Take a 


wheel, g1 


ha i 
emery 


of the blade’s back 


Ly 
TeORtanion 


the shop, when 
to be cut in 
straight line. 
your 
the center 
leaving just the 


and on 
away 


ends the normal width. The sharper 
the curves on the piece that you 
have to cut, the narrower the space 
from the cutting edge to the back of 
your blade. Make up a few of these 
blades, and keep them handy. You'll 
be surprised at what they can cut for 
you during your maintenance jobs in 
your shop. 


Waxed Papers 
Will Last Longer 


e The Howjadoit described here in- 
volves the use of a household iron- 
ing machine and, more important, 
the permission of the lady of the 
house to use this machine. Here’s 
the way Henry explains his idea: 

“Around most shops there fre- 
quently are important papers, draw- 
ings and instruction material which 
are subject to considerable handling 
and thus could use extra protection, 

“One way to do this is to obtain 
use of your wife’s ironer and some 
wax paper. When the ironer is 
slightly warm, place the wax paper 
over the drawing or paper to be pro- 
tected and feed it into the ironer. To 
prevent the wax from adhering to 
the iron itself plac e a sheet of ordi- 
nary stationery paper over the wax 
paper. 

“In the process of going through 
the ironer, the wax is transferred 
from the wax paper to the face of 
the drawing or other paper you want 
to protect. In other words your valu- 
able paper will have a good protec- 
tive coating of wax. If an ironing 
machine is not available, an ordi- 
nary hand iron will serve.” 


Container Holds 
Agent for Drying 


e Here is some very cheap insurance 
against hand brakes made unsafe by 
heing wet down while washing the 
engine, transmission, ete. 

After washing the unit, place some 
Speedi-dri on the brake, and after a 
few revolutions of the drum, the 
brake will hold as good, if not better 
than it did before service. The 
Speedi-dri will dry out the water and 
oil that is the drum and 
shoe, thus permitting a better hold 
when they get together. 

From what a grease 
drum, we made a Speedi-dri con- 
tainer with a lid that is always kept 
shut to keep foreign materials out. 


between 


was once 


Take the cover and cut it in half. The 
two pieces are then refastened by a 
piano hinge with re-inforced 44” x1” 

Continued on page 116 
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NE Precision made 
sary to restore worn shock 
absorbers to guaranteed 
dependable performance. 


parts are neces 


CLE-DRAULIC 


" 


Practical economy-wise maintenance 
men are taking advantage of our fast 
reliable service. 


“ 


MACK 
FRONTS 


All new parts are manufactured by us to 
obtain the high standards we employ in 
remanufacturing your shock absorbers. 
Precision assembling assures depend- 
able performance. We are completely 
equipped and qualified by experience 
to render the prompt service you need. 
Send your worn shocks to us and save 
dollars. 


National Transport 
; Supply, Ine. 


SHOCK ABSORBER, STARTER 
DRIVE AND WATER PUMP SERVICE 


OFFICE AND PLANT 
545 E. Hencock Detroit 1, Mich. 
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The Fare Box... 


Continued from page 53 


Baton Rouge Bus Co., La. eo Has 
ked City Parish Transportation 
mission for permission to raise 

for school children from five to 

seeks increase in token 

i two tor a quarter to seven 

asked in adult 


VO change is 


lare ot 15 cents 


increases Granted 


Shreveport Railways Co., La. « 
I Public 
has authorized a 
in trolley fares—from ten to 
ents. However, five tickets may 
purchased for 60 cents from trolley 
tickets for $1.75 at 


othee 


Commis- 
five-cent in- 


jisiana ~ervice 


erators or 16 


ompany 


Eau Claire Transportation Co., 
Wis. ¢ Has been given provisional 
el token rate from 
four tokens 
a %-day trial 
will review and mod. 


j ion to raise 
cents to 14° cents 
cents After 

d. the ps 
I the 


increase if necessary. 


Somerset Bus Co., N.J. e Has re- 


PAYS 


FOR ITSELF! 


GPAND, 


ceived temporary permission to hike 
fares five cents across the board, 
starting with one zone boost from 
ten to 15 cents. Increase granted on 
three lines. 

Commutation and school tickets 
were also increased, the former to 90 
per cent of the cash fare and the 
latter one to two cents per zone. 


Oshkosh City Lines, Wis. «¢ Has 
been given the go ahead on a tem- 
porary fare increase from ten to 15 
cents for adult cash fares. Tokens 
will be at the rate of two for 25 cents 
instead of five for 50 cents as now. 
After 90 days the firm may ask for 
modification, depending on revenue 
received under the new fare. 


Conover-Newton Bus Lines, N. C. 
e School children will pay five cents 
more since the State Utilities Com- 
mission approved an increase from 
five to ten cents. 


Los Angeles Transit Lines, Cal. « 
Increases of single zone fares from 
15 to 17 cents and from five to six 
cents in additional urban zones were 
granted by the State Public Utilities 
Commission. 


Metropolitan Coach Lines and 


World’s Most Versatile 


HAND TRUCK 


with Hydraulicesreeo 


(ito VARILIFT 


Rugged—capable of 
lifting a quarter ton 


@ Lifting 

@ Moving 

@ Hauling 

@ Stacking 
@ Unloading 


® Manpower 
@ Fatigue 

@ Accidents 
@ Damage 

®@ Costs 








The GRAND SHOP CADDY is speciolly designed For 
Street Level Loading and Uniooding at Trailer 
Taligate height. 500 Ib. Capacity——36" te 54” Lift. 
4 low priced models. Send for Complete Catalog and 
details on 10 doy Free trial Demonstration Pion. 


ALLIED MFG. & SALES CO. 
Materials Handling tquipment Div. of | 
GRAND SPECIALTIOS CO. + 3101 Ww. 
Grand Ave., Chicago 2, Ilinols 
Quality Products * Since 1921 * Quality Service 





Glendale City Lines, Cal. « Re- 
ceived same increase as did LATL, 
from 15 to 17 cents in single zone, 
with an increase of five to six cents 
in additional zones. 


Carpenter Bus Lines, N.Y. ¢ Has 
upped fares from ten to 15 cents 
cash. Tokens sell five for 55 cents. 


Cavallo Bus Lines, Ill. ¢ Illinois 
Commerce Commission has author- 
ized firm to boost 10-round trip com- 
mutation fare to $7.25, a rise of 50 
cents. 


Hoboken Independents, N.J. « 
Twenty-four small bus operators have 
gotten permission to charge a ten- 
cent temporary fare. 


Memphis Street Railway Co., 
Tenn. @ Has received authorization 
to charge a 15-cent zone bus fare in 
its new inner and outer zones. Tokens 
at five for 65 cents are good in the 
inner zone. Student tickets are now 
20 for $1... were 24 for $1. 
Former cash fare was 12 cents. 


Springfield Transportation Co., 
Wl. © Has raised its adult cash fare 
to 17 cents and has boosted the chil- 
dren's fare to ten cents. 


PROTECT 
REVENUE with 


Allocated * 


METAL FARE 
phe) 43), }) 


~ 


ideal for 
multi-fare and frac- 
tional fare systems. At- 
tract riders. Speed fare 
handling. Eliminate change- 
making delays. Assure accu- 
rate sorting, counting and 
wrapping by maintenance of 
identical size. An investment 
. not an expense, for 
they wear indefinitely. 


* 


Allocated an 
exclusive M4 OW 
method of manutac- 
turing metal fare tokens indi- 
vidually designed tor each 
customer. Pertorations and letter- 
ing are in the same relative aligned 
position on every token which makes 
them identical, thus protecting 
against duplication. This is 
especially important with no 
Federa! law protection 


TRANSPORTATION Olvision 


MEYER & WENTHE, Inc. 


30 S$. Jetterson &., Chicago 6, Ii. 
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THERMOID BRAKE BLOCKS 


are engineered to meet the most rigid stoppin 
tests, while providing maximum mileage, regard- 
less of heat or operating conditions 


BT NEOPREN 


withstands 100 
tures than ord 
4 times greater 
and gas fumes 


ADIATOR HOSE 


ver Outside tempera- 
hose provides 
stance to oil grease 


- 
oD) 


CT 
YDRAULIC 
ND PARTS 


sughest conditions. 
Thermoid HD | i meets or exceeds all 
SAE requiren Brake Parte and 
cylinder assemblies are precision engi- 
neered for comy dependability and 
long life 


HEAVY DU! 
BRAKE FLU! 


withstand { 


BUS 1955 
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HEAVY DUTY BRAKE LININGS 


compounded under Thermoid's ex- 
clusive Dry Mix Process, have a 
density that makes them wear longer 
in the most severe service. 


FAN BELTS WITH 
NEOPRENE COVERS 


resist high under-hood temperatures, 
abrasive road dirt, oil and grease. Pre- 
stretching prevents sagging and pre- 
mature wear. 


and. cee cee ene eae GD a GE ee ee ee oe ee a ow oe oe ewe 


NEOPRENE-NYLON AIR 
BRAKE DIAPHRAGM 


provides maximum protection against 
oil, abrasion, heat stands up under 
flexing ... resists “ballooning”. Gives you 
more revenue miles between overhaula, 


CLUTCH FACINGS 


manufactured to the same industry- 
leading standards as Thermoid Brake 
Blocks and Heavy Duty Linings, pro- 
vide smooth, positive engagement. 


Test these Thermoid products on 
the toughest job in your fleet! 


her 


Thermoid Company *Trenton, New Jersey 
Brake | 
Hose « Hydraulic srake rarts 
Mats « Clutct Fa 
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NEW GMC REPLACEMENT 
INSULATOR BETTER 2 WAYS 


Motor Devices Corporation announces a new 
G.M.C. replacement insulator with two outstanding 
features for longer life. 

It is bonded by the exclusive M-D method which 
actually fuses the rubber to the metal. There is no 
cement to dry out, crack or break loose. 

For greater strength, the replacement insulator 


has been designed with a shorter angle at the mount- 


ing ends. 


Meter Devices Unit No. 671 replaces G.M. No. 757501. 
Meter Devices Unit No, 672 replaces G.M. No, 757502. 


Let Motor Devices rebond your salvage 


Fan Hubs Vibration Dampeners Motor Mounts 


Write for quotation and free test sample. 


MOTOR DEVICES MAINTENANCE 


DOLLARS 


Moror Devices CorpPoraATION 
772 Tenth Ave T N k | i a 
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band iron strips underneath. A han- 
dle is riveted for easy opening. Next 
drill a small hole in each side of the 
cover and place on top of the can, 
removing the washer seal if there is 
any at this point. 

Braze or weld half of the cover to 
the barrel. The lid side (with the 
handle) does not get welded. Use 
two small bolts and nuts in the holes 
drilled in the lid and fasten a pull- 
back spring underneath the cover. 
This spring will put tension of the 
lid and it will be impossible for any- 
one to leave it open, inviting foreign 
matter. 

Our can is placed on a stand that 
was made out of 44” x1” angle iron. 
The stand was fastened into the wall, 
the finished container placed on the 
stand and held back to the wall by 
another piece of 44” x 1” band iron. 

We even made up and installed a 
sign just as a reminder to the washer. 
The sign reads, “PUT SPEEDI-DRI 
ON HAND BRAKE AFTER WASH- 
ING TRANSMISSION.” 


Notched Gaskets 
Speed Installing 


e Here is a small time saving device 
that is known by many mechanics, 
but still unknown to some. This par- 
ticular idea deals with installation of 
exhaust gaskets on the GM 671-471 
diesels. 

To install a new set of gaskets, 
first loosen the nuts holding the 
manifold. Do not remove the nuts 
turned off. Back the manifold away 
from the block. Next scrape out the 
old gaskets making sure that no 
particles are left on the block or on 
the manifold unit. 

Take the new gaskets and cut out 
notches at the stud holes, then take 
and slip the modified gaskets in 
place. Push back the manifold, 
tighten the nuts and your job is done 

a saving of considerable time com- 
pared with the old way of completely 
removing the whole manifold unit. 


$300,000 for Plating Plant 


e Sealed Power Corp., Muskegon, 
Mich., is undertaking a $300,000 ex- 
pansion program at its piston ring 
plant at St. Johns, Mich. Work was 
scheduled to start last month, accord- 
ing to Paul C. Johnson, president of 
Sealed Power, and should be com- 
pleted by July l. 
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Integrity is the sum of many things... 


Behi: one name, there are physical facts, 


-<_ an unequalled 


and completely 


> 
t even more important behind the Cellake) name 


are 98 years of experience a and the unbreakable rule of 
the company to stand behind every product that carries it. 
Every Adlake product is tested and guaranteed to 


meet specitications. 


Manufacturers of railway, bus, streetcar, and trolley 


windows, curtotnny) | hardware, <3 and 


other specialty equipment for the transportation Industry. 


ie ) ~« Adams & Westlake cour 


~~» 4g 


Established 1857 ¢ ELKHART, INDIANA ¢ New York © Chicege 





MOBILFONE 


VEHICULAR 


Public Address System 


« low initial cost 
e simplest installation 
e lowest maintenance 


Here is America’s first and most 


rugged amplifier control unit. 


MOBILFONE CONTROL UNIT 
100A-12 


ow available with our stand 


MAT750 horn type speaker 
, 


the new handsome SUB Universal Boffle 
face or flush mounted. This 


new highly efficient MA 668 


) be 1 


Mie houses 


SURFACE OR FLUSH 


MOBILFONE is now used and 
endorsed by 
America's leading sightseeing and transit 
MOBILFONE is exclusively 
unique in that it employs no vacuum tubes, 
vibrators, or other electronic components. 
Yet MOBILFONE consistently delivers high 
performance year in and year out, MOBIL- 
FONE is complete. There is nothing else to 
buy. Its low cost is only $130.75. Now you 
nay have the standard speaker or our new 
peaters at no additional cost. 


operators. 


MIDWEST AUDIO SERVICES 
Box 345 


PARK RIDGE + ILLINOIS 
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from 3/16 to | inch; a set of six 
spring steel coiled sleeves which per- 
mit bending copper tubing from 4 
to % inches without collapsing or 
buckling the tubing is also included. 
Owatonna Tool Company, 339 No. 
Cedar Street, Owatonna, Minn. 


Valve Seat Reconditioning 
Kits... 


. . include a large assortment of 
stones and pilots to cover popular en- 
gine models. Two complete kits con- 
sist of a general purpose kit and one 
for shops specializing in valve recon- 
ditioning. 

Two basic kits are available to en- 
able service shops to add the stones 
and pilots needed to meet their own 
requirements. The Black & Decker 
Mig. Co., Towson 4, Md. 


Flush-Mounting Marker 
Light... 


... featuring a snap-on Lucite lens 
which entirely conceals body when 
mounted is now. on the market. 
Depth outside body is only “4 in.. 
vet full 180 deg visibility is provided. 
Outside dimensions are 4 x 2 inches. 
Die-cast body is water, dust and cor- 
rosion-proof, The No, 56 light comes 
complete with red or amber lens, six 
or 12-volt, 3 ¢.p. bulk, asphalt im- 
pregnated mounting gasket and O- 
ring style rubber lens gasket. R. F. 
Dietz Co., Syracuse 1, New York. 


New Sealed Beam 
Headlamp Unit... 


. will be available early in 1955. 
The new lamp is the culmination of 


efforts by motor vehicle and head- 
lamp manufacturers and public ofh- 
cials in the U, S. and Canada. 

The new lamps are fully inter- 
changeable with older sealed beam 
units and will be available for use 
on both six and 12-volt electrical sys- 
tems. Changes in the lamps are: 

e An increase in light output, ob- 
tained by increasing upper and lower 
beam wattages five watts to a total of 
50 and 40 watts 

e Addition of a new filament cap 
to reduce stray upward light and im- 
prove visibility. 

e Lens design changes to improve 
light distribution and bend stray light 
rays downward, 

e A change in the aiming pattern 
to two inches below horizontal at 25 
feet. 

e Reduction of glare and an in- 
crease in forward seeing distance on 
the lower beam. Automobile Mfg. 
Assn., New Center Bldg., Detroit, 
Wich. 


New Type Car Wash... 


. is a high efficiency dry powdered 
compound with 90 per cent active in- 
gredients. 
said to enable 
quick, easy removal of soil, insects 
and other dirt from automotive fin- 
Waxed surfaces dry readily 
after wiping, while unwaxed surfaces 
drain quickly and dry clean. Its rins- 
ing 
any 
low 


The product is 
ishes. 


action is said to be the easiest of 
wash yet developed, due to the 
percentage of inert filler. Ten 
per cent is needed to keep the prod- 
uct dry and flowing; compared with 
60 per cent or more of such filler in 
some of the other brands of powdered 
cleaner. Gulf Oil Corp., Pittsburgh, 
Pa, 


New Air Horns... 


_. have been especially designed 
for buses and trucks, The exclusive 
patented sound unit permits, instan- 
taneous sounding and with only one 
moving part. Horns are permanently 
tuned at the factory and need no ad- 
justment. The spun brass instrument 
bells are 11 and 14 inches long, 15 
in overall, with bell diameter of 34% 

Buell Manufacturing Com- 
919 West 49 Place, Chicago 


inches. 

pany, 

9, lil 
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LOWER OPERATING 


costs . 





VERY bus operator knows that tire costs go hand- 

in-hand with tire mileage. In fact, cost-per-mile is 
the only sound way to figure tire cost. 
Firestone Heavy Duty Bus Tires are specifically engi- 
neered to give lower cost-per-mile in all types of tough 
bus service. The tread is thicker, tougher and longer 
running the Safety-Tensioned Gum-Dipped* cord 
body is the strongest and safest body built today .. . 
the beads are engineered to withstand the most intense 
brake heat. And you get greater protection from curb 
scuffing with extra heavy sidewalls and shoulders. 


Firestone can show you how you can lower your 
operating costs. Contact your Firestone representative 
or write to The Firestone Tire & Rubber Company, 
Ak | 

Akron, Ohio 


BRAKE SPARK 


GO LINING PLUGS 4 ‘4 
a. & 
* 


FIRESTONE rw 
all the way with... 


BATTERIES 





Enjoy the Voice of } sdto or television every Monday evening over ABC Copyright 1956, The Firestone Tue & Baber Comm 
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BUILT IN... 





Reyco Brake Drums have rein- 
forced strength where needed, to 
assure uniform expansion and 
complete rigidity under pressure, 
so that full braking area contact 
is maintained. You thus avoid up 
to 25% braking loss incurred 
when brake drums have not been 
so perfectly engineered. 





There’s “insurance” of extra value in Reyco Brake Drums in 
the use of basically-better Reyco Metal, which is especially formulated 
to meet the intense demands of today’s busses, trucks and trailers. 


D-155 Reyco Engineering provides plain, ribbed and flanged drums, and 
from the one designed for your operation, you'll get the 
best brake drum service possible to obtain! 


RIGHT 1655. REYNOLDS mFS. CO. 
© 
SEE YOUR NEARBY REYCO DEALER! 


REYNOLDS MANUFACTURING CO. 


0 MISS Ol 


April, 1955 
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EVEN BETTER 
THAN EVER! 


NEW REVOLUTIONARY MODELS 
lel oR errr m sl erie 


Fully Covered by issued and pending U.S.A. and Foreign Patents 


Save TIME and MONEY with 
Luber-finer’s FASTER 
SIMPLIFIED Pack Replacement 


Luber-finer Exclusive Features 


@ SINGLE BOLT CLOSURE—Ingeniously de- 
signed Clamping Ring utilizes Single 
Bole Closure for quick, easy Pack Re- 
placement. 

@ POSITIVE SEALING GASKET—Long lasting 
“©” ring type gasket assures leak-proof 
lid closure at all operating pressures. 

@ NEW TYPE INTERNAL DESIGN AND CONSTRUC- 
TION — Provides multiple seal to eliminate 
the possibility of oil by-passing the 
Luber-finer pack. 

@ DUAL SAFETY VALVES—Prevents oil drain- 
back, assuring exact crank case oil level 
reading at all times, stops oil from circu- 
lating through unit if lines are reversed 
or if Luber-finer is otherwise improperly 
installed. 

@ ONE-PIECE EXTRUDED STEEL HOUSING— Plus 
rugged mounting brackets insures dura- 
bility and long, trouble-free operation. 

@ TIME-TESTED PATENTED FILTERING PROCESS 
Only in genuine LUBER-FINER PACKS 
—the exclusive patented filtering process 
proved by millions of satisfied users the 
world over. 


FOR COMPLETE INFORMATION WRITE DEPT. 58 


= =, 


IT’S WHAT'S 


INSIDE THAT 
COUNTS 
The Efficiency of 
LUBER-FINER'S 
Patented Process Pack 
HAS NEVER 
BEEN EQUALLED! 





LUBER-FINER, INC., 2514 So. Grand Avenue, Los Angeles 7 





Breaks in Taxes 
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iid not come out 
instead of saving 
$500,000 yearly over 
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it down to $250,- 
ist still act upon it. 


N.Y. Still in Tax Trouble 


° operators were 
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ratore continued to 

of the 
receipts tax, 

it study committee, 


state's 


appointed by former Gov. Thomas 
Dewey, has urged Harriman and the 
State Legislature to abandon the tax 
which costs the bus industry $2 mil- 
lion yearly. 

In the Legislature, a number of 
bills have already been introduced 
which would exempt transit com- 
panies from paying a one per cent 
gross receipts tax to municipalities. 
One of these bills has the approval 
of the Mayors’ Conference, whose 
president, Edwin G. Michaelian, 
mayor of White Plains, served on the 
special transit study committee, 


250 Buses Shipped 


Continued from page 54 


the high prices charged for water 
dispensed by street sellers from goat 
skin bags. Each bus is equipped with 
an oversize water tank for the free 
use of passengers. 

Cleanliness was another factor. A 
bus at the beginning of the trip may 
be spotlessly clean but at the end the 
floor and seats will be deep in debris. 
To offset this the upholstery has been 
made of long wearing, easily cleaned 
plastics. 

Very large baggage racks are built 














| Moto-Gard 


PROTECT YOUR MOTORS 
REDUCE MAINTENANCE COSTS 


the Motors of Greyhound’s new SCENICRUISER 
Coaches are protected by MOTO-GARD. Your new 
coaches can be factory-equipped with MOTO-GARD 
too. It will protect your Motor against Damage from 
an Oil Failure or Overheating. It automatically stops 
the Motor Ahead of Any Damage if the Oil Pressure 
runs too low or the Motor gets too hot. MOTO-GARD 
will make your equipment Safer and More Profitable. 
REASONABLY PRICED ... EASILY INSTALLED 
Full Information on Request 


“Don't Buy Motors—Buy Moto-Gard" 


THE MOTO-GARD COMPANY 


Box 2425 
Raleigh, North Carolina 


into each bus to accommodate the 
bundles of the devout travelers. Since 
there are practically no gasoline 
service stations between cities, each 
unit is equipped with a large 120- 
gallon fuel tank sufficient for over 
500 miles. There are also on some of 
the buses large spaces for food 
storage. 

To cope with the desert sand over 
most of the route, special large tires 
have been provided and unusually 
heavy axles and springs have been 
fitted, 

Almost the entire American auto- 
motive and industries 
have collaborated in supplying the 
chassis. 


accessories 


A majority of the special heavy 
duty chassis were built by the In- 
ternational Harvester Company and 
the Diamond-T Motor Car Com- 
pany, with the others supplied by 
Ford, Studebaker and Chrysler. All 
of the 750 bodies have been built to 
special specifications by the Wayne 
Works, of Richmond, Ind., and the 
Superior Coach Company, of Kos- 
ciusko, Miss. 

Other shipments of buses in the 
Overseas Equipment Corporation's 
750 unit delivery will be made from 


New Orleans in April. 


TRANS-MAIN 


. transmission 
reconditioning — 
specialists! 
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Complete assemblies 


i" 


Component 
parts 


TRANS-MAIN’S f 
is the reconditionir 
916 and 918 transn 
Only TRANS-MAIN 
for your work 4 
antee published 
y shipment in emer 
Write for your TRAN 
t today 


TRANS-MAIN s 


Division, R.D. Fageot ( 


Kent, Ohi« 





Hers ARE a f¢ 


Greyhound | 
80% of its new 4 


a 


THE NEW LONG-DISTANCE dual-level Greyhound Scenicruiser increases payload, 
reduces operating and maintenance costs—through aluminum. 


Greyhound increases payload 
with 80% aluminum bus! 


f the major advantages obtained by 
ecifying lightweight aluminum for 
passenger Scenicruiser: 
PASSENGER PAYLOAD INCREASED! Since 1935, Grey- 
tently increased payload by increas- 
f aluminum in its buses. 


hound has cor 
ing the amount 
OPERATING COSTS REDUCED! Aluminum buses are so 
eight that less fuel is used. Tire and 
tantially increased. 


much lighter 
engine life 1 
MAINTENANCE COSTS REDUCED! Aluminum won't streak 
clean. Light weight puts less wear 
so fewer replacements are neces- 


with rust, is « to 
on working 


sary. 


* INCREASED PASSENGER COMFORT! The heat and light 
reflectivity of aluminum keeps passengers cool and 
comfortable on hot sunny days and reduces air-con- 
ditioning loads. Handsome aluminum surfaces add a 
note of luxury. 


Let a Kaiser Aluminum engineer show you how you can 
get larger payloads, more economical operation and less 
maintenance by switching to light, strong Kaiser Alu- 
minum. For immediate service, call the Kaiser Alumi- 
num sales office listed in your telephone directory. 
Kaiser Aluminum & Chemical Sales, Inc. General Sales 
Office, Palmolive Bldg., Chicago 11, Illinois; Executive 
Office, Kaiser Bldg., Oakland 12, California. 


aiser Aluminum 


setting the pace—in growth, quality and service 





SPECIALISTS IN SERVICE 


The BIG name in automotive power 
transmission equipment 


Che designing and manufacturing skill gained from producing 
millions and mullions of Spicer units is used by a majority of 
manufacturers in the truck, bus, tractor and passenger car 
fields. These Spicer products are built in modern plants that 
employ the industry's most advanced production-equipment 
und techniques. Spicer . . . and Spicer alone . . . offers you a 
complete range of products covering every need in the auto- 
motive power transmission field. Look to Spicer for assistance 
that perseveres all the way from the drawing board through 


to service in the field. 


DANA CORPORATION 


TOLEDO 1, OHIO 


SPICER PRODUCTS: Transmissions, Universal Joints, Propeller Shafts, Axles, Torque Converters, Gear Boxes, Power Take Offs, 
Power Take Of Joints, Rall Car Drives, Railway Generator Drives, Stampings, Spicer and Auburn Clutches 





WHAT'S NEW 
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of a given type or for universal ap- 
plication to engines of many types. 
The stands are available in engines 
up to 200 hp, 600 hp and 1200 hp. 
The master mount and adapters are 
drilled for use with many different 
sizes and types of engines. Clayton 
Uig. Company, El Monte, Calif. 





High Pressure Cleaner... 


. producing pressures up to 300 
psi is now on the market. 

The new combination cleaner is 
said to deliver 20 to 33-1/3 per cent 
more solution through its larger %4 
in. 1.D. coils. Because of its increased 
cleaning impact, the makers claim 
it will clean twice as fast as any 
steam vapor cleaner. The new Model 
250 uses a pump for pressure instead 
of steam, This enables the user to get 
300 Ib pressure without lighting the 
burner. Two valves on the control 
panel enable the operator to shift 
instantly to any of five cleaning ac- 
tions. Malsbary M/g. Company, 845 
92nd Avenue, Oakland, Calif. 


New “Eveready” 
Flashlight . . . 


. designed for users who want an 
extra sturdy light has been an- 
nounced, The heavy-duty flashlight 
is available in both the two-cell (No. 
1251A) and three cell (No. 1315A) 
types. 

The flashlight has a tube and bot- 
tom cap moulded of ethyl cellulose, 
a material which will not shatter, 
crack or dent, according to the mak- 
er. It is also said to be resistant to 
high and low temperature extremes 
and withstands deterioration from 
commonly encountered liquids, greases 
and solvents 

Continued on page 127 
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that means business 


Smaller parties of 15 to 18 passengers can be transported 


far more economically in the Utility Bus-About. Here is a 
unit which has all of the seating comforts, vision, and safety 
features of larger buses, but is compact, streamlined, low in 
cost. The Bus-About has standard bus-type windows, doors 


and seats, and is capable of both long or multi-stop duty. 


Get the latest information and prices on the unique 


Utility Bus-About today! It's a pleasure to drive, a pleasure 


to own. a 


‘ote > 


— 
. 


4 
- " = 
THE TRUCK witn patio’ OWN vision 
ht oF | 





UTILITY TRUCK DISTRIBUTORS, INC. 
Union City, Indiene 
Phone 424 





more miles 
per dollar! 


ELECTRIC FUEL PUMP 
for trucks, buses 
and passenger cars — 


Learn more about this new and improved fuel pump. 
Write for descriptive folder and specifications. 


WRITE DEPARTMENT 8B 


U. 6. PAT. Orr 


ECLIPSE MACHINE DIVISION 


ELMIRA, N.Y 


Bendix® Electric Fuel Pump Pst | 


-% 


' 
Sterter Drive bs 9 





Bendix” Folo-Thru 


Stromberg* Carburetor a 


_ Measure Your Revenve—Protect Your Profits 


ROCKWELL-Ohmer 


ELECTRIC 
FARE REGISTERS 


Will Fit Into 
Any Auditing System 


The LOCK-O-MATIC 
The RETURN-C-MAaTIC 


® These machines totalize pennies, 
nickels, dimes and quarters on a 
single cash counter. Two sizes of 
tokens register on separate count- 
ers. Brightly lighted inspection 
area is provided. Mutilated coins 
and foreign objects are auto- 
matically trapped and rejected. 
Write for bulletins. 


The Lock-O-Matic © 


ROCKWELL MANUFACTURING COMPANY 


Register Division Pittsburgh 8, Pa. 


HAVE YOU 


MOVED? 


If you've moved recently or are planning a 
change, let us know now so that copies of 
Bus Transportation will continue to be de- 
livered to you promptly. Use this coupon or 
a postcard. 


Please change the address of my Bus Transportation 
subscription. 


Your name.. 

Old address... 

City and State 

New address 

City and State...... 
Company Connection 


New title or position 





MAIL To: McGraw-Hill Publishing Co. — 
Circulation Department 
330 West 42nd Street 
New York 36, New York 


April, 1955 BUS 
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NEW Oakite Stripper R-6 






































—in less time with less work 


Here’s a brand new compound especially developed for boiling- 
out clogged radiators. The name—Oakite Stripper R-6. 

Stripper R-6 has powerful sludge-dissolving properties that 
help speed up radiator reconditioning: 

Stripper R-6 may alr oe used successfully for hot-tank 
cleaning of iron, steel, copper, magnesium parts before repair. 
It will make short work of paint-stripping, too, when used 
through the Oakite Steam-Detergent Gun or by hot-flow on 
method. Check these extras: 


e Speeds up soldering jobs! 

e Economical! Solutions last a long time 
e Rinses welll No residue 

e Safe! Water mixed. 


Your local Technical Service Representative will be 
glad to demonstrate Oakite Stripper R.6. Help set- 
up an efficient radiator reconditioning lay-out. 


VALUABLE BOOKLET No. 4401 tells how to clean ra- 
diators. How to steam-clean motors and chassis; 
descale blocks; strip paint; degrease parts. 
Write to Oakite Products, Inc., 16C Rector 
Street, New York 6, N. Y. 


prize INOUSTRIAg Cleay, 
gt 


OAKITE 


an gvic* 
"14s . mernoos * *** 


Technical Service Representatives in Principal Cities of U.S. & Canada 





Factory-Recommended Tools 
Speed Diesel Nozzle Cleaning 


specific ally 
cleaning 
not be done 


are lower, profits are up. Available 
individually or in kits containing 
the tools recomme: for particu- 
tools lar types or related lines of injection 
1 efficient units. Complete instructions fur- 
se tools nished with each kit. 
e coms 


58 DIFFERENT TOOLS 
20 POPULAR KIT ASSORTMENTS 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY 
7301 Penn Ave., Pittsburgh 6, Pa. 


d me FREE copy of your Service Manual Bul, 691 
1d Tool Kit Bul. 65 54 applying to_.___Nozzles 


‘ Jpor 
FREE 
Mony 
—) 
SS 
| MAKE 


ali You Need 


to Know \ ° -- - | | 


about Cleaning } 
Diesel Nozzles 


Ww 
Bul 691 : 














CHOOSE 
MAIER-LAVATY 


UNIFORMS 


an investment in 
good appeerance 
Me el 


lasting impression 


Every uniform custom-tailored, 

and custom-fitted to individual size 
and build... made for the individual 
man in our own shops, Not ready-made 
and fitted “off the shelf”. 


STYLE BOOK AND SAMPLES ON REQUEST 


= 


Originators and designers 





of uniforms for... 


Greyhound 
City Lines of W. Virginio 
Consolidated Bus Lines 


Blue Ridge Transportation 
National Trailways 


COMPANY and many other operations 


UNIFORMS 


A copy of this quick-reading, 8-page 
booklet is yours for the asking. It con- 
tains many facts on the benefits de- 
rived from your business paper and 
tips on how to read more profitably. 
Write for the “WHY and HOW 
booklet.” 


McGraw-Hill Publishing Company, Room 2710, 
330 West 42nd St., New York 36, N.Y. 











Who's Installing Grants This Month? Chester, 
Pa.; Wilmington; Rochester N. Y., Many Others! 


THE TRANSIT INDUSTRY CONTINUES TO BUY MORE Grant FARE 
BOXES THAN ALL OTHER MAKES COMBINED—BY A BIG MARGIN! 


MONEY-METERS CO. 


17 WARREN ST, PROVIDENCE, R.!I., U.S.A 


WIRE, PHONE OR WRITE FOR FACTS ON: 


Registering Machines 

Leck Box Machines 
Registering-Lock Box Machines 
Ticket-Coin Machines 
Registering-Ticket Machines 


BUS 
TRANSPORTATION 
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Continued from page 127 
body is 13-4) ill width 6-%. 
in, ove rall heig! ! swivel base is 
- inches. Re le ground steel 
jaw plates are pr |, and the heavy 
Acme thread ting screw is 
equipped with w bushing that 
can be replaced ise is provided 
with flanges fo ing to the ma- 
chine table, and be used with or 
without the 360 raduated swivel 
base. Chicago 7 & Engineering 
Company, 83835 Chicago Avenue, 


Chicago 17. Il 


New Literature 


The following have been se- 
lected as particularly worthy of 
your attention, and condensed 
for your convenience. 


Brake Drum Book... 


tells how 1 ease the eflective 
service life of ke drums as well 
as blocks, and achieve a high 
standard of saf 
Nine basic st extra miles of 
safe braking a1 cribed. The use 
of photos and ngs helps to ex- 
plain each pou ly Manujactur- 
ing Div., 700 W. Caroline St., Pauld- 
ing, Ohio 


Maintenance Cleaning 
Guide... 


. consists 2-page booklet 
that gives step-! ep instruction for 
just about eve! ining operation. 

The booklet d materials, solu- 
tion strength, erature, methods 
and equipment ich specific job, 
with separate s s devoted to parts 
cleaning floor eaning, cleaning 
chassis, wash <teriors and in 
teriors, etc. Val Products, Inc., 116 
C Rector Street vw York 6, N.Y. 




















BULK [YLLONE 
TLERANER 


FAR REMOING TRRSY 
FROM TRANSIT BUSES 


CYCLONE or AIR 











WHIRLS AWAY ALL 

TRASH ... CLEANING 

INSIDE OF A BUS 
MINUTES! 


EES l—eeE EEE 

The Buck Cyclone Cleaner is attached to open front 
door. Rear windows are opened and two large fans 
create a terrific cyclone of air which carries away all 
dust and trash. Man with small air pressure hose biows 
trash out from corners to be picked up by the fons. No 
dusting. Bus is clean! 


ROSS AND WHITE COMPANY. 


CHICAGO DAILY NEWS BLDG. 
CHICAGO 














BUS AGENTS 
A.—CANADA—ALASKA 
MEXICO 


SCHEDULE INFORMATION 
CORRECTED MONTHLY 


Russell's Official National 
Motor Coach Guide 
$12.50 per yeor, 12 issues— 
Published by 
RUSSELL’S GUIDES, INC. 


Cedar Rapids, lowe 








WHERE TO Buy 


Specialties and Services for eco- 
nomical operation and maintenance 
of Buses. 























REBUILDING 


CONVERTING BUSES ? 


BUSES CAN BE MADE TO 
LOOK MODERN WITH 


LUSTRIK’ 


ww 66S QQUARE STREAMLINED 
LA ALUMILITE FINISHED 
“ ALUMINUM PANELS 
*T. M. Ree. 
WRITE FOR INFORMATION & FREE SAMPLE 
LUSTRIK Inc., 3235 Frankford Ave., Phila. 





POSITIONS WANTED 
i} '-M rENANCE Engineer 
background with 
ra ne experience 
phases BRervices 
Permanent or 
7 Bus Trane 


ENANCE Superin 
perience All phases 
Hus, street car 
Available at once 
basis, PW-6078, 


BUSINESS OPPORTUNITY 
‘ in New Eng 
excellent long 
BO-5683, Bus 





CHARTER RIGHTS 
ty to New Jersey, Penn 
w A nd, Virginia 
Write BO 6111 
BUS TRANSPORTATION 
330 W. 42 &t., N.Y. 36, N.Y. 


FABRIC CLEANER 3¢ gal 


A detergent shipped in highly concentrated 
| Be Simply add water to clean all transportation 
grade fabrics, leather and floor coverings. Quick, 
easy, effective, Write for sample of Hayproe NCCC. 
Very oily concrete floors need Hayproe HD Cleaner. 
Haynes Products Co., 4007 Farnam &t., 

Nebraska 





STOLEN FARES? 


By operotors “knocking down” 
or by passengers stealing rides.” 
Practical Perey Turnstile Systems 


efficiently get more fares. 


install PEREY TURNSTILES 


106 EAST 41st ST., NEW YORK 17, N.Y. 














BUS SEATS 


New for replacements or your old ones re- 
covered. Your seating problems solved at 
@ great savings. 


Call or write for further details and prices. 
All work guaranteed. 


AMERICAN WICKER WORKS 
1312-16 Hermon Place, Minneapolis 3, Minn. 
At. 3551 





SE 


ARCHLIGHT SECTION 


BOWERS Batteries 
AY, Bolter 


BOWERS BATTERY & SPARE PLUG CO. READING, PA 








BUS BUILDINGS 
TERMINALS - GARAGES 


Complete Professions! Serv 
Cc. G. Mettberg 


ARCHITECT 


Bivd., Pork, N. J. 
Tel. LEonia 4-3707 











BUS SEATS WANTED 
3 sets or less 
leather -tubulor 
high head rest t 
for converting ros i. Cc. 3702 
37 passenger into 4! passenger 
Bus Company, 3468 Park Avenue 
New York 56, New York 





FOR SALE OR TRADE 


29 pass. 1950 8-MB Fords. Low mileage 
good conditior $1800.00 each 
29 pass a4 
new motors 


Fixibles, very clean, with 
$1500.00 each 


29 pass 7B 1948 Ford Transits, 2-speed 
aoxies, new motors, low mileage 


$800,00-$1000.00 each 


Will Trade for Larger Transit Type 
Coaches 


VALLEY COACH LINES 
4335 SEYMOUR ROAD 
FLUSHING, MICHIGAN 











WANTED—DISCARDED 
GM71-HV Injector Parts 
Top Money Paid. 


Cassidy, 7120 Carnegie Avenue 
Cleveland 3, Ohio 





FOR SALE 


21947 Fitzjohn 29 passenger buses, good condi- 
tion, ready for operation, newly painted blue 
and white 
|—1945—29 passenger Fixible 
|—1947-—29 passenger Fixible 

ZANE TRANSIT LINES 
1507 Augusta St. Zanesville, Ohio 





Bus LINE POR SALE 
y Virginia, serving city 
population. 4 Aerecoach buses, 3 
State Certificate, Substantial 
ness. Present garage building can 
rented if desired 
BO 6131 BUS on ta ae 
130 W. 42 St., New York 36, 








BUSES FOR SALE 
All mokes and types of Buses ao variety on 
hand, reconditioned, good tires, quoranteed 
Avail for | diat delivery 
CHICAGO USED BUS MART 


$345 Cottage Grove Ave., Chicago 15, Ili. 
Midway 3-9110 








FOR SALE 
1947 FLXIBLE BUS—29-PASS. 
EXCELLENT CONDITION 
BALES BUS LINES 


307 College St., Bowling Green, Ky. 
Phone Victor 3-3138 





BUS LINE FOR SALE 


Southern town of ap 
000 with permenent Air 
1 4 miles from town, 10 
rts, supplies and equip 
f garage and office 
ty limits. One 25 mile 
untry route, City and 
Reason for selling, 
state 
BC 598) Bus Trensportetion 
$20 N. Michigan Ave., Chicage 11, I. 








FOR SALE 


PLXIBLE 


One 4 29-passenger Fixible bus (Buick pow- 
ered) in good condition. Reasonably priced. 


LOCKPORT BUS LINES, INC. 
Lockport, New York 


— CHEAP — 


1942 GMC PGA 330! Cruiser, 37 pass., with tires 
$600.00. 1942 Beck, 29 pass., International 450 
Red Diamond motor $300.00. 1944 Beck, 33 pass., 
recliner seats, like new, 450 International Motor 
$475.00. Tires included 

FS 6096, BUS TRANSPORTATION 
330 West 42nd Street, New York 346, N. Y. 








3 BUSSES FOR SALE 
1950 White 114 Model 
Single Door 280 TAC White Engine 
Good condition $3000.00 each less tires 
DEERE BROS. 
RD 2, Turtle Creek, Pa. 














FOR SALE 


2— 1944 Ford transit buses 
28 passengers—$800 for both 
Call Islip 3-3893 after 5 p.m. or 
P.O. Box 303, East Islip, N. Y. 
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to cut 
your costs 


ON ALL TYPES OF ENGINE 
OVERHAUL, BODY WORK, PARTS 
REPAIR AND RECONDITIONING 


Gend, your whe. te the 
ST. LOUIS 
PUBLIC SERVICE SHOPS 


transit 
ighout 
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MAKE 
RIDERS 


“SEAT” 
HAPPY! 


Just add that final touch to your buses 
—BERGEN TRANSPORTATION UPHOL- 
STERY—and get good will from the bot- 
tom up! Coverings for ALL type seats, 
tipper, snap; all transportation grade 
fabrics. Ready to put in by us or you. 
Get quotations. Phone Geneva 8-8900. 


BERGEN AUTO UPHOLSTERY CO. 


BAUCO HEADREST CAP 


WIPE 
OUT 


COSTS! 


Just try the new BAUCO Headrest Cap 
and see why! Lasts—lasts—lasts. Tested 
ond approved in more than 3 years use 
Constructed of Dupont Fabrilite; nylon 
sewing thread used throughout, welted at 
all seams. Just wipe clean in place. Flame 
resistant, and not abrasive to seat uphol- 
stery. Non porous. Tailored to the in- 
dividual coach. 


26 GLEN ROAD 
RUTHERFORD,N.J 





FROM LOSS TO PROFIT 


Why tie up 
try to rebuil 


our wrecked coaches for months? Why 
yourself? In a short time we give you 


skilled repair of accident damage. All work by factory 
trained men—factory specifications. Equipped for com- 
plete repairs. No jobs too big of too small, Work 


must be satisfactory to customer. 


WRITE—WIRE—PHONE for Full Details 
3121 West Huron, Pontiac, Mich. 


Mgr. J. W. KUKLINSKI 


phone Pontiac, bus: FE 4-7943, res FE 2-7448 











Sensational 
55 CHEVROLET 


12 passenger 
STAGEWAY COACH 


“Finest smal! coach ever built" 
For Information— 
Call Wire: 
QUEEN CITY CHEVROLET 
COMPANY 


6th & Sycamore, Cincinncti, 
PA 4880 


Ohio 


FOR SALE 


2—1945 Fixibles 29 $2000.00 
3—1946 Fixibles 29 $2500.00 
3—1947 Fixibles 29 $3000.00 
2—1948 Fixibles 29 $3750.00 
1—1948 Fix-Diese! 29 $6500.00 
1—1945 White 41-Sub $1750.00 


1—1947 ACF 41 Rebuilt and painted your colors 
Very good buy 


For information, write or call— 
INTERSTATE PASSENGER SERVICE 


Rochester, N. H. 
Will eccept trade ins. 





- ayes 
ds 


@ Cracked Cylinders 
@ Heads and Engine Blocks 
INDUSTRIAL-AUTOMOTIVE 
COOL-WELD CO. INC. 
5—36 50th Ave., Long island City 1, N. Y., 
Phone: STiliwell 4-4633 























TERRIFIC BARGAINS 


1947 GMC TDH 
cial price, extra 
PD 4101-2-3-4 
1949 to 1953 
1952 GMC Diese sits 
1948-9 Transit Buse 
1944.5 GMC PDA 
1945-6-7-8 Aero 
1947-8-9-50 Fixible 
1952 GMC Diese urbans, TDM-4509 
1945-7 GMC TDH 4007 Suburbans. 


FS 6093, BUS TRANSPORTATION 
330 West 42nd Street, New York 36, WN. Y. 


ese! Transits, Spe- 
n buses 
ruisers, 41 pass., 
TDH-4507. 
Mode! 8! 
2 Cruisers. 
$1750.00 up 
37 pass. 


HERCULES JXD ENGINES 
U. S. SURPLUS — $245.00 


Unconditionally Guaranteed 
Complete Less Accessories 


Bus Starters and Generators Available 


FORBES MOTOR CO. 
VA 4-0100 
RT. #22 (PGH) 
MONROEVILLE, PA. 





1951-50-49-48 Fixibie, 29-33 poss 

1952 GM PD 4103, 41 pass., air cond 
1954 GM PD 4104 41 pass, air cond 
1950-51 GM PD 4102. 41 pass... air cond 
1949 GM PD 4101, 4!) pass., air cond 
1948-47-44 GM PD & PG. 29-33 pos 
1949-48-47 ACF, 41-37 pass, air cond 
1948-47-46 Beck, 37-33 pow 

1948-47 Aerocoach, 97 pass., air cond 
1948.47.46-46 Aerocoach, 37 pass 

1947 Beaver, 37 pass., single door 

1946 Twin Coach, 39 poss, single door 
1947-46 Fitziohn Duraliner, 28 pass 
1946 Fitzjohn Falcon, 15 poss 


Let ws know what you need 
and what you have to sell. 
BRICKERT OIL CO. 
Phone 283, Farmville, Va. 

















FOR SALE 


4-~1949 TGH 2708 GMC 27 pass. buses 
Price $2500.00 Ea 
11950 THG 2708 GMC 27 pass. bus 
Price $2500 
51960 TGH 3101 GMC BI pass. buses 
Price $2500.00 Ea. or $1900.00 Ea. if you buy all 
sight at one time 


CAPITOL TRANSIT INC. 


110 Washington St. E.. Chartesten, W. Va. Ph. 62-138 











FOR SALE 
Good used GMC Model 477 

GAS ENGINES 

Also new and used Replacement Ports 

VIRGINIA TRANSIT CO. 
PURCHASING DEPT. 

P.O. Box 1635, Richmond 13, Virginie 

Phone 63871 
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GOOD INVESTMENT 


Model C-50, Transit Type, 
anger. Priced $7500.00 Bach 


MC Mode 


USED BUSES 


You can deal direct with the owners, if 
you wish. The operators want to ace 
these coaches with new FITZJOHN 
equipment. All in good usable condition 
AND PRICED RIGHT. 


% Mack Diesels 


25—~1946 Twin Coach 345, Transit, 34 Passenger. 
Priced $3000.00 Each. 


51947 GMC TDOH-3207, 4-71 Diesel, 32 Passenger, 
including tires. Priced $4250.00 Each. 


4—PD-3703, 1947 GMC Diesel parlor coach, Re- 
clining seats, excelient condition, air condi- 
tioned. Priced $6500.00 Each. 


15-1948 Beck Mainliners, 37 p 9 parlor 3 ACF Model IC-4!, 1949 model, intercity, 37 
coach, reclining seats, Int’! Diamond 450 en- passenger capacity, air conditioned 
gine. Priced $3850.00 Each 2 ACF Model IC-4i, 1950 model, intercity, 37 


passenger copacity, air conditioned. 
20—1946 Fixibie, Model 90, parlor coach, 29 pas- Fixible, 1946 model, 29 passenger, Buick pow- 
? GMC TGH-3207, Transit, 32 Passenger senger, excellent condition. Priced $3000.00 ered 


ed $2750.00 Each Each. Fixible, 195! model, 33 passenger, Fageo! en- 


gine 
ACF.-Brill ¢ Transit, Hall-Scott Engine, 4~Alr Conditioned Aerocoaches,, 1948. Excellent GMC, 1945 model, 37 passenger, intercity, 
enger. Priced $5500.00 Each condition. Priced $4500.00 Each Model 471, diese! powered 
Fixible, 1947 model, 29 passenger, Buick pow- 
er 
ALL ABOVE COACHES IN EXCELLENT CONDITION, OPERATING DAILY UNDER STRICT SUPER- Fixible, 1948 model, 29 passenger, Buick pow- 
VISION AND PREVENTIVE MAINTENANCE INSPECTION SYSTEM. CAN BE DELIVERED IMMEDI- ered 
; ATELY. SUBJECT TO PRIOR SALE. Beck, 1946 model, 37 passenger, intercity, 
International 450'' engine 


Fixible, 1950 model, 37 r, Buick we 
Call or Write, Inquiries Will Receive Immediate Attention: ood. F et: 


Pony Cruiser 1948 model, 28 passenger, In- 
GEORGE P. KEENA 


ternational K-7 engine 
NORTH PARK HOTEL BUILDING 1936 NORTH CLARK STREET, CHICAGO 14, ILLINOIS 
Phone: MOhewk 4-3200 


TGH-3102, Transit Typa, 
Priced $8260.00 Each. 


ngton @M2BA, 6 Cyl. Ford 
Priced $4500.00 Each 


senger Hydramatic 


452 Marmon-He 


nelt, 41 Passenger. Priced 





nelt, 41 Passenger. Priced 


Beck, 1946 model, 33 passenger, intercity, In- 
ternational powered 


Aerocoach, 1946 model, 37 passenger, inter- 
national powered 


Reo transit, 1950 model, 33 passenger, Con- 
tinental under-floor engine 


Fitzjohn, 1947 Duraliners, Hercules engine 


Fitzjohn, 1944-5 Falcons, 36 passenger, Wau- 
kesha engine 








TRANSIT BUSSES FOR SALE 


All Excellent Condition—Operating Daily Under Strict 
Maintenance Inspection Supervision—Ready for immediate 


Release—Subject to Prior Sale 


8M2BA 
— 1954 — TGH-3102 


20 — Marmon- Herrington — 1952 — 
10 — G.M.C, 


FITZJOHN 


COACH COMPANY 


MUSKEGON, MICHIGAN | 


25 — Mack 

25 — Mach 

15 — G.M.C, 

20 —- Mack (Diesel) 
25 —~ A.C.F.-Brill 

25 — Twin 


— 1946 — C-4I ° 
— 1947 — C-41 
— 1947 — 3207 
— 1950 — C-50 
— 1951 — C-31 
— 1946 — 34-S 











WANT TO SAVE MONEY? 


Purchase Your Next Buses From Us 
Let Us Know Your Needs 


McLaughlin Bus & Equipment Co. 
1224 Ne. Main St., Providence 4, 8.1. 
MAaning 1-5852 PAwtucket 2-6493 


Call or Write MIAMI TRANSIT COMPANY 
P.O. Box 3581 — Miami 30, Fia., Phone 3-631! 














FOR SALE 


3—1946 aerocoaches, 37 passenger 
1—1944 PGA 3702 GMC Coach, 37 
passenger — 
The above coaches are very clean and are in 
p~ mechanical condition. Reasonabie 
os. 
Diementiin P46 aerocoeches and 743 GMC 
coaches with 671 diese! engines for parts. 
For information and prices write: 
THE BALTIMORE 
MOTOR COACH COMPANY 
619 W. Biddle Street 
Baltimore 1, Maryland 
VErnon 7-5666 


USED BUSES 
WANTED—GMC 3610 and 3612 Diesels 


RHODES BUS & 
EQUIPMENT CO. INC. 


1475 BROADWAY NEW YORK 36, N. Y. 


Phones BRyant 9-2584, 2585 








CLEAN BUSES 
M Diesels PD-.2903 J3-pessengers and 10 
945-46 Aerocoaches 37-passengers. Good condi- 
~ prices. A. A. Bragasse, PLA 
CAROLINA COACH COMPANY 
Raleigh, MN. C. 








FOR SALE 


Two 27 pass. 8MB Marmon Herrington Coaches 
with less than 60,000 miles. Like new inside and 
out. $6500.00 each. 


SCHOOL BUSES 


We Hove On Hand Af All Times A Lerge 
Selection Of New & Used Buses For immediate 


Delivery. All Guoranteed. 
ACE TRANSPORTATION CO. WOLFINGTON BODY CO. INC. 


4. E. Osborne 33rd & Arch Sts. Phile. 4, Pa. 
310 S. 2nd Ave. W., Albert Lea, Minn. BAring 2-5252 
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GREATEST CHARTER COACH BUY IN HISTORY 


Subsidize Non-paying Regular Routes with Profits from Charters 








LIMITED SUPPLY AVAILABLE 
SOME AIR-CONDITIONED 


WITH SILVER SIDES AND LAVATORY 
SNACK BAR APPOINTMENTS 


PRICED SO LOW 
IT CANNOT BE PUBLISHED 
DEMONSTRATORS AVAILABLE 


Call Bill Powelson (person to per- 
son), CHESTER, PA. 2-8918 
for details 

ACF FORECAST FOR 1955 IS 
BRILL WI [LIAM JAY "BIGGEST CHARTER YEAR EVER" 
1C-37/41 


pe a ; Sreneage Wlerssngs 
‘or sa ese IC- ‘s at 
RECLINERS Coach Rebuilders 10% of Today's New Cost he “THE 


NEAR NEW | 229 Shell Road, Carney’s Point, N. J. wast 














Must dispose of these buses 


One 29 pass. Re i shift—Continental 
pancake engine. Ne 


FOR SALE BK L 
Make us an offer 


Two 33 pass. Reos rque converters— 
427 cu. inch Continent ancake engine. New 

One 37 pass. Re Torque converter— 
427 cu. inch pancake engine. New 


These buses hove | than 2 yrs. service 
Over $3500.00 in new thrown in with sale 


J. &. Osborne 


ACE TRANSPORTATION CO. 
310 S. 2nd Ave. W., Albert Lea, Mina. 





9—1947 Superior School Liners 2—1952 Superior Rear Engine 


on 55-61 passenger School Liners—6! -passenger 


FOR SALE 
12 GMC—PG 3702-—Buses—Geseliec Very clean units—Ali in daily operation 
Mode and 1944 New York State Public Service Specifications 
Priced wit! without tires 
Most of therr ensed and being used offer. 
TRANSIT SERVICE COMPANY, INC. Moke on ° 
7246 | Ave 


fare ae COTTRELL BUS SALES INC. #/'cisv.tis "te" " 




















9 GMC PD4104 COACHES FOR SALE 


$26,165 EACH For Sale FARE BOXES 
These are air-condit have power steering 30 Ohmer Electric Fare registers with stands FO 
and several other ext No tires. Price quoted very reasonable R SALE 
delivered in Tulse k biect to prior sale ALL TYPES 
ELECTRIC AND MANUAL 
Excellent Condition 
IMMEDIATE DELIVERY 


FLEXIBLE BUSES G-M 6-71 DIESELS FRANK M. JUDGE 
i—1944, 29 Pass., Buick power, 2,000.00 EQUAL TO NEW 
3— 1848, 25 Pass., Chev, power, 2680.00 sah Suitable any power installation; pumps, & COMPANY, Inc. 
A mn excellent na now in service mpir tidin 
bee as ~ “ generators, boots, BUSES. pire state bu 9 
rte eOLUMBUS MARYSVILLE BUS _ CRYSTAL MOTORS New York I, N. Y 


COLUMBUS, OHIO 5901 Boy P’kway, B’kiyn, CL. 9-4000 LO, 5-7372-3 
PHONE Capito! 1-4242 


Missouri, Kansas & Okichome Cooch Lines Vetiey Sus Lines 


Cincinnati ot 4th, Tulse 3, Okle 60 River Bivd., Rochester, N. Y. 
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FITZJOHN on the GO in MEXICO! 


A fleet of tzjohn intercity coaches is in production fo: 
Mexico! 7 terrain requires a coach that “can take it! 
That's v is SO popular down Mexico way result 


peat orders. “A repeat order is the 
‘sign of satisfaction.” 











33- or 37-passenger capacity Your choice of Cummins 
diese! or Wavkesha gas engine Power ventilotion 
standard—air-conditioning available 


Plenty of Luggage Room — 


Another of the Many Features 


f The A 
0 e 2 Le 
ne qi ss: 








ee 


BY FITZJOHN 


ucks PLUS unusually large, lighted underfloor compart 
ments for heavy vide plenty of space for passengers who can't travel light 
THE EXTRA W CCESS DOORS ARE ESPECIALLY DESIGNED FOR EASY 
HANDLING Ol ESS PACKAGES, NEWSPAPERS, MAIL, ETC. Compartments 


pen { both ors that are equipped with flush-type lock operating handles 


Other Features are: 


Interior active, comfortable and @ Wide-opening picture windows allow 
pleasant ving Room plenty of fresh air ond extra ‘‘see-ability 

Roomy re er seats with foom rubber 
back and cushion, and adjustable foot rests 








@ Extra large fuel capacity (142 gal.) which 
Heot-resistant, green-colored Solex win- ~~ — 9 


dows to reduce glare permits long runs without refueling 











the sales-building feature Send for specifications and ask for a demonstration to 
the oney-saving feature see for yourself! 
EXPERIENCED-ENGINEERED 


Di on every run it 
In MEXICO 


; t c . ° = -_ . 
Dvstriburdora de Omnibus 
Builders of Fine H | fuzyonn §. A 
Ave Morelos No 83 
wipped Menico City Meno 
te with the ¥ bus Duoyant less ““weor ond tear Motor Coaches * % 


FITZJOHN new revolutionary Fitzjohn “MAGIC CAR fer More Then C DA C - co MPANY ‘ dh dy one 


MAH, CARPET Air Suspension Springs give possengers o Distributors 
-— wr y, joltless, “floating-on-air” ride — while Thirty Veors! MUSKE GON MICHIGAN . 


AIR-SUSPENSION g vibration and shock on the bus, weor ‘ Ne ree . 


SPRINGS he tires, and reducing maintenance costs! 


de by Fit 7 
— i ne peer om tS made to make "es 


* “ es Pi F iy . ra oe 


CANADIAN COMPANY FITZJOHN COACH OF CANADA, LTD. Brentford, Ont 


\ 
" “4's money: 
Xv ii it oxstt ay F 





B.F.Goodrich 


er shoes will 





Phote courtesy Pittsburgh Railways Co. 


long before Koroseal upholstery 


Istery in that 
c new look 
is in college 
e from feet, 

inything else 

of won't dim 
K oroseal iS 

ishable, 


ind when it's 


comes 


These are the 
first choice 


ises 


Koro 


grease, oils, 


erything 


mmon chem 
ilways goes 


‘ Heavier 


grades pass all flame-resistance speci- 
fications of Federal boards, Army, 
Navy and Air Force, Flame resistance 
is mot an extra treatment; there is no 
extra Cost; it is permanent, will not 
leach out. In lighter grades, the Koro- 
seal coating itself is flame-resisting. 


People like to ride on it — Koroseal 
upholstery won't get tacky and stick 
to clothing in hot weather. People like 
it because it always seems clean and 
new looking. 

Save two ways—Koroseal is easy to 
work with, saves upholsterer's ume 
It cuts, trims and fits with little waste 
This is a double saving when combined 
with Koroseal’s long life. Everyone 


benefits seat manufacturer, bus manu- 


facturer, bus operator— when Koroseal 
upholstery IS spec ified. Koroseal is made 
by The B. PF. Goodrich Co., Marietta, Ohio. 


U. 8, Pat, Off, 


BUS U — 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 








“In hot weather, too— 
Wellard Batteries 
cut costs here!” 








Heavy-duty service, high-rate charge and discharge 
—and heat—are a triple threat to normal battery life. 


It makes good sense to install heat-resistant Willard 
Bus Batteries. They last longer because they're built 
Willard 6-48-160, a 12-volt, 160 ampere-hour to resist overcharge cycling ... to take summer 
bus battery recommended for both gasoline ° ° 
and diesel-powered buses in continuous hot heat in stride. 


weather operatior 
strong hard-rubber container, thic Os 
A strong hard-rubber container, thick positive 
plates, Wilmec insulation and exclusive Metalex 
grid material combine to offset power-robbing, 
battery-killing heat. See for yourself. A local Willard 
istributor will be glad to set up a test installatio 
Distribut ll be glad to set up a test installation 


in one of your own buses. 


STORAGE BATTERY COMPANY 
Cleveland 1, Ohio 


Factories in: Allentown «+ Atlante + Aurora + Cleveland + Dallas + Denver + Fairfield + Kansas City + Los Angeles + Memphis 
Minneapolis «+ Omaha + Portland + Wersaw + Toronto + Celgary 


' PF 
ruil? 





NEW STANDARD LITHIUM 
MULTI-PURPOSE GREASE 


@ Here is a true multi-purpos¢ greas¢ that/can bi yractically anywhere on the 

job jor in the shop. With n@w Srardpary Lithiu ti-Purpose Grease you can 

effectively lubricate all normally gncoyntered gr bricated bearings with just 

one grease! No need for keéping 4ld-fashioned spx ease inventories with com- 

plex dispensing equipment ..- RO Chance ol cost ition mistakes 

New STANDARD Lithium Multi-Purpose Greas: vater and high-temperature 

resistant and can be ysed in mechanically and perated dispensers and in 

grease cups. It sehr se? greases as viscous lub ts, water pump grease, wheel- 

bdaring grease, cup ¢ id fyber greases and can be uss eneral chassis and lubrica- 

tion of a wide ~othe of/bearings—ball, roller, eedle—under wet and hot 
Qperating conditions. Méets rigid requirements of eel bearing manufacturers 

Now you can red ease inventories, eliminate 

waste, do away wit! uly application errors with 

Sranparp Lithium Mult rpose Grease. Ideal for fleet 

operators, contracto1 large-scale users of heavy 

automotive equipment your nearby Standard Oil 


lubrication sper ialist 1 


STANDARD 


STANDARD OIL 
ir i] + UW M COMPANY (indiana) 
ULri-puRPOSF 
GREASE 





